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“And that’s not the half of it!” 


Sound growth, year after year, shows a company’s stability. Here are other facts of 
real significance to you who seek financial security for yourself and your family. 


OW a company does its job .. . the attitude of 

its policyholders toward it... the specific 

advantages it can demonstrate: these can serve you 
as guides in judging that company. 

For instance, assets of The Northwestern Mutual, 
at the end of 1941, were at an all-time high of 
$1,439,899,824, an increase of 6% over the previ- 
ous There has never been a year since the 
establishment of this Company in which assets 
have not increased. 

For years, nearly half of The Northwestern 
Mutual’s new business has come from its own 
policyholders. That they not only come back for 


y we ARE 
3g¢.000 POLICYHOLDERS . 
~~ 


more, but keep what they have is clearly shown 
by the fact that voluntary termination of policies 
was the lowest in all except one year of the 
Company’s history. Such termination amounted to 
only 2.68% of business in force at the beginning 
of the year. 

Thanks to careful selection of policyholders, 
actual mortality for 1941 was even more favorable 
than in 1940, which had been a highly satisfactory 
year. Operating expenses, already at a low level, 
were reduced still further. The net rate of interest 
earned was maintained at the same level as in 
1940 


These are major factors in providing insurance 
at low net cost to policyholders . . . major reasons 
why The Northwestern Mutual can continue its 
1942 dividends to policyholders on the same 
favorable basis as in 1941. 

Your Northwestern Mutual agent can give you 
further evidence of the quality of this Company's 
stewardship, not only for last year, but for all the 
85 years of its history. Ask him why The North- 
western Mutual is known to be pre-eminently the 
policyholder’s company. Ask him what that means 
to you in terms of low-cost protection. The facts 
—all the facts—are yours for the asking. 


Admitted Assets of the Northwestern Mutual 
ore now the highest in the compony’s 85-year 
history. 
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Achieving victory for America is the first job of every Amer- 
America — ican today. 

: It is also the paramount obligation of every American 
institution. 





As a fundamental democratic institution of thrift, life 
insurance has a vital role to “— in America’s war effort. Its stabilizing influence on the eco- 
nomic and family life of the Nation will be an important factor working for victory. 


Life insurance has made great contributions to the Nation’s welfare in the past. Today 
it is in a position to be of greater service to our country than ever before. 


The funds of life insurance companies aid in the war effort through the investment in 
Government Bonds and through capital provided to industry to produce needed materials. 


The Equitable has $407,120,000 invested in United States Govern- 
ment securities and $1 491,595,000 at work in industry and business. 


In war, the unceasing flow of life insurance benefit payments to America’s families plays 
an even more important role than in peace time in strengthening the social and economic 
fabric of the Nation. 


The Equitable paid out $209,526 ,000 in benefit pay- 
ments to policyholders and beneficiaries in 1941. 


In war, the family security that life insurance creates helps to build and maintain na- 
tional morale, and sound national morale is essential to victory. 


The Equitable provides $7,607,000 ,000 of life in- 
surance protection for persons in all walks of life. 


Just as every individual policyholder will make the utmost personal contribution to- 
ward our war effort, so the management of The Equitable will work and plan with the one ob- 
jective that transcends all else—helping America to achieve victory. 


Clk. ho. 


PRESIDENT 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


A Mutual Company organized under the laws of the State of New York 


393 Seventh Avenue New York, N. Y. 
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Company Men Confer Andrews for 


on Tax Formula 
in Chicago 


Life Presidents and A.L.C. 
Committees Seek to End 
Inequitable Distribution 


Thirty-five officials of companies in 
the Life Presidents Association and the 
American Life Convention held a two- 
day joint meeting in Chicago this week 
in an effort to prepare a tax formula 
which would be acceptable to small and 
large, eastern and western companies, 
and also to the U. S. revenue bureau. 
While a final formula did not come 


forth from the conference, much prog- 
ress was made toward the objective of 
ending the present situation under 
which a very small western company 
might pay as great a corporation in- 
come tax as one of the largest com- 
panies, 


Not Opposed to Taxation 


The company men present, including 
members of the A. L. C. executive com- 
mittee, of which A. J. McAndless, Lin- 
coln National Life and A. L. C. presi- 
dent, is chairman, and the Life Presi- 
dents tax committee, headed by C. G. 
Taylor, Metropolitan, as chairman, do 
not object to the proposal in the new 
revenue bill calling for life companies to 
pay a muich greater tax than in the past, 
it was made clear. They merely want to 
wipe out the inequity which would re- 
sult from the Treasury Department’s 
formula. 

Washington has not given an inkling 
of what gross amount of tax it expects 
to collect from the life companies, al- 
though it is estimated the sum would be 
about $35,000,000. Under existing law 
corporation income tax collected from 
life companies is a negligible amount. 


Would Have Serious Effect 


The western companies, strangely 
enough, in this tax matter suffer from 
too high an interest rate on investments. 
The government’s tax formula is predi- 
cated on interest rates only. Thus the 
western companies, representing it is 
said approximately 5 percent of the busi- 
ness in force, would be required to pay 
around 20 percent of the tax total. This 
is felt to be almost confiscatory, and 
some company leaders feel many west- 
ern and southern companies would be 
seriously affected, and even might not be 
able to continue long in the business on 
such a basis. 


Treasury Rejected Proposal 


The Life Presidents and A. L. C. com- 
mittees not long ago agreed on a tax 
formula which was submitted to Treas- 
ury officials but was rejected. 

Other conferences will be held in an 
effort to even up the distribution of tax. 
Several executives favor a premium tax 
On new issues only, that would be 
handled as a surcharge. 


Secretary Campaign 
Is Announced 


Formal announcement of the cam- 
paign to elect W. H. Andrews, Jr., of 
Greensboro, N. C., 
as secretary of the 
National, Associa- 
tion of Life Under- 
writers at the 
Minneapolis _con- 
vention was made 
this week by Alvin 
T. Haley, general 
agent of Massachu- 
setts Mutual Life 
in Greensboro, who 
is chairman of the 
committee. That 
Mr. Andrews 
would loom up for 
the position this 
year was taken for granted last year 
after the close contest between him and 
H. A. Hedges, Equitable Life of Iowa, 
Kansas City. Mr. Haley makes the 
announcement in the form of a letter 
that Charles J. Zimmerman, Connecti- 
cut Mutual, Chicago, past national 
president, is sending to his friends. 

“Last year at Cincinnati Bill An- 
drews was a candidate for the secre- 
taryship of the National association,” 
Mr. Zimmerman writes. “Although Bill 
was not elected, the feeling between 
him and Herb Hedges, the successful 
candidate, as well as the entire conven- 
tion was so friendly that I believe Bill 
left the convention with even greater 
support than he had had before. 


Andrews Gives Consent 


“Many members of the National 
association have asked Bill to again run 
for the office of secretary at our con- 
vention in Minneapolis and Bill has 
given consent to have his name entered 
as candidate for secretary. 

“Because of the seriousness of the 
times, any active campaign this year 
would seem to be in poor taste. In line 
with this thinking on Bill’s part, he has 
permitted me to state that he will gladly 
accept the office of secretary of the 
National association if the convention at 
Minneapolis thinks he is the man for 
the job—as I believe he is. 

“Tt goes without saying that he will 
continue to give his very best to the 
National association regardless of what 
the outcome of this election might be. 

“T have worked with Bill on the board 
of trustees and on a number of com- 
mittees. He has been 100 percent in 
attendance, but even more important, 
he has discharged every assignment 
given him with great thoroughness and 
efficiency.” 





W. H. Andrews 





Move to Prevent 
National Banks in N. Y. 
Acting as Life Agents 


NEW YORK—The amendment to 
the insurance law which would prevent 
the issuance of licenses to national banks 
to act as life insurance agents has been 
passed by the state senate and is await- 
ing action in the assembly. The lan- 
guage of the amendment clearly limits 
its application to the life insurance field. 
It state, however, “no license or renewal 


May Restore 
Disability Cover 
After War 


NEW YORK—Evidence of insurabil- 
ity will be required for the reinstatement 
of the type of income disability coverage 
which terminates automatically when the 
insured enters military service, a survey 
of the practices of representative com- 
panies indicates. However, insured who 
qualify will be given the same benefits 
that they had before entering the service 
and the apparent intention of the com- 
panies is to be as lenient as possible in 
applying tests of physical fitness. 


No Reinstatement Provision 


Income disability provisions of most 
companies’ policies provide for termina- 
tion when the insured enters military 
service and there is no contractual pro- 
vision for reinstatement. Technically and 
legally the companies having this type 
of clause are under no obligation to re- 
instate but as a practical matter the nat- 
tural course would be to deal as liberally 
as possible with former service men. 
There is considerable variation in the 
income disability provisions regarding 
war service. 

A few companies, among them Pru- 
dential, do not exclude disability claims 
even though injuries are incurred in ac- 
tual battle. Some, such as Equitable 
Society, exclude claims only if they re- 
sult from war service. Since there is 
full coverage for disabilities arising out 
of accidents or illnesses other than those 
directly resulting from war service, these 
companies are not waiving the disability 
portion of the premium as do companies 
like’ Metropolitan Life, for example, 
which have policies suspending benefits 
while the insured is in military or naval 
service in time of war. 








thereof authorizing the licensee to act 
as an insurance agent in respect to life 
insurance, including for this purpose an- 
nuity contracts and supplemental con- 
tracts or non-cancellable disability in- 
surance, shall be issued to a corporation 
unless it is engaged solely in the insur- 
ance business. Nothing contained in 
this section shall be construed as affect- 
ing savings banks with respect to the 
sale of life insurance as provided by ar- 
ticle 6A of the banking law.” 


No Hardship on Others 


While this change in the law would 
not prevent a national bank from enter- 
ing into an arrangement with a licensed 
agent to write insurance on such of the 
bank’s customers as cared to buy, it 
would be illegal for the bank to receive 
commissions, either direct from the com- 
pany or general agency or from ile 
agent himself. 

The amendment, because it specifies 
thei no license shall be issued to a coi- 
poration unless it is engageji solely in 
the insurance business, might seem to 
work a hardship on concerns which are 
in both the real estate and insurance 
business. However, such offices do only 
a very small amount of life insurance 
business and no particular complication 
would be caused by having one of the 
members of the firm licensed personally 
rather than the corporation’s being li- 
censed. 


Memphis Rally 
Proves Value of 
War Time Sessions 


N. A. L. U. Mid-year 
Gathering Treats 
Important Issues 


By LEVERING CARTWRIGHT 


The mid-year meeting of the National 
Council of the National Association of 
Life Underwriters in Memphis consti- 
tuted pretty convincing evidence that 
meetings in war time are worthwhile 
and necessary, not only for the making 
of decisions and taking action, but to 
give leaders in the business an oppor- 
tunity to compare notes and get courage 
and conviction from one aother. Per- 
haps if the mid-year meeting had 
seemed frivolous against a background 
of war, grave doubts might have arisen 
as to the desirability of going through 
with the plans for the annual convention 
in Minneapolis in August. But there 
was so much action of first importance 
taken at Memphis and the whole pro- 
ceedings were so closely attuned to the 
war time atmosphere the importance of 
holding the annual meeting became 
definitely manifest. President John A. 
Witherspoon annouced without reserva- 
tion that the Minneapolis meeting will 
be held unless there is a definite re- 
quest from Washington that it be 
called off. 

Announcement was made that Max- 
well L. Hoffman, who has been execu- 
tive secretary, had 
been appointed 
managing director 
and chief adminis- 
trative officer of 
the association, fol- 
lowing the death of 
Roger B. Hull re- 
cently. Mr. Hoff- 
man has been with 
the association 
about 14 years and 
previously was ex- 
ecutive secretary of 
the Cleveland asso- 
ciation. Wilfrid E. 
Jones is named 
editor and executive secretary while Don 
Barnes has been given the title of as- 
sistant editor and director of research. 

A special committee that was ap- 
pointed to make recommendations as to 
the new head office setup following the 
death of Mr. Hull gave its report to the 
trustees at Memphis but the latter ap- 
parently decided to defer making a final 
decision at that time except as to 
Messrs. Hoffman, Jones and Barnes. 

It is understood that the committee 
recommended the employment of three 
field secretaries with headquarters in 
cities other than New York. 

President Witherspoon stated that he 
was eager to be able to announce a final 
decision at Memphis and the trustees 

(CONTINUED ON PAGE 9) 
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Zimmerman Analyzes 
Current U. S. Tax Issues 


A comprehensive sizeup of the nu- 
merous federal tax issues currently 
being considered that touch the life 
insurance business directly was given by 
C. J. Zimmerman, Connecticut Mutual, 
Chicago, in reporting as chairman of 
the committee on federal law and legis- 
lation at the meeting of the National 
Association of Life Underwriters in 
Memphis. It was a masterful presen- 
tation and Mr. Zimmerman was given 
an ovation when he had finished. 

Mr. Zimmerman asserted that the 
dangers to be guarded against in any 
tax program are that the burden may 
destroy the incentive of the individual 
to achieve, destroy his ability to create 
security for himself and family and 
destroy morale of the citizens; that the 
burden may fall so heavily on industry 
and business that they could not sur- 
vive readjustment from a war time to 
a peace time economy; that the cost 
would fall disproportionately upon the 
middle class and tend to destroy that 
class. 


Fundamental Principles 


Mr. Zimmerman said that all classes 
of society must share the cost of financ- 
ing a war and these burdens must be 
borne willingly and uncomplainingly. It 
is desirable to pay for as great a portion 
of the cost of war as possible through 
taxation. Life insurance must not 
expect any benefits or tax considera- 
tions to which the owners of life insur- 
ance are not entitled from a broad social 
standpoint. The N. A. L. U. is not a 
lobbying organization. It has cooper- 
ated with the Treasury as well as with 
Congress on an open and friendly basis 
and the N. A. L. U. is the best agency 
to express and defend the interests of 
policyholders. 

In taking up the question of a pro- 
posed increase in federal income tax 
upon life insurance companies, Mr. 
Zimmerman stated that the life compa- 
nies in 1940 paid into the federal treas- 
ury $459,000 in taxes. The Treasury 
department has proposed a new formula 
for taxation which would raise an esti- 
mated $60,000,000. Mr. Zimmerman 
pointed out that this would amount to 
a tax of about $1 a year on each policy- 
holder and he asked whether the tax 
authorities would consider the imposi- 
tion of a direct tax of $1 a year on each 
policyholder. This would, he contended, 
discriminate against this group that is 
exercising sound social impulses.” A tax 
on the companies is a tax on the policy- 
holders, by far the greatest percentage 
of whom are in the very low income 
brackets and are least able to bear the 
additional tax burden, Mr. Zimmerman 
stated. 


Increased Cost of Insurance 


Such increased taxes must certainly 
result in an increased cost of insurance 
to the policyholder and the assured are 
already paying an increased cost due to 


the depressed interest rates. The gov- 
ernment is in a great measure responsi- 
ble for depressing and maintaining the 
interest rates at depressed levels. 

Mr. Zimmerman then took up the 
question of elimination of the $40,000 
life insurance exclusion from federal 
estate taxation and the substitution of 
a general exemption of $60,000 to all 
forms of property for the present 
$40,000 life insurance, exclusion and 
$40,000 exemption of real and personal 
property. 

The N. A. L. U. opposes elimination 
of the life insurance exclusion on the 
ground that life insurance is not testa- 
mentary in nature but it is indemnifi- 
cation, because life insurance is the 
soundest social instrument ever devised 
by mankind, because it is of tremendous 
economic benefit to the nation, because 
it makes a great contribution to the 
government and because life insurance 
is a device whereby the great middle 
class can be protected and maintained. 

Mr, Zimmerman pointed out that the 
mere fact that a $60,000 general exemp- 
tion will permit a person to buy life 
insurance is not sufficient, since a man 
needs an incentive to buy life insurance. 
Life insurance, he pointed out, is the 
one instrument through which the aver- 
age individual can protect the home. 
When the incentive is taken away for 
such protection a blow has been struck 
at morale. 


Historical Evidence 


When the federal estate tax was 
enacted in 1916, he pointed out, no tax 
was imposed upon life insurance pro- 
ceeds payable by reason of the death of 
the insured, regardless of the amount. 
Under the revenue act of 1918 provision 
was made for inclusion of insurance in 
the gross estate “to the extent of the 
amount receivable by the executor as 
insurance under policies taken out by 
the decedent upon his own life; and to 
the extent of the excess over $40,000 
of the amount receivable by all other 
beneficiaries as insurance under policies 
— out by the decedent upon his own 
life. 

Mr, Zimmerman said that if in 1918 
when the $40,000 exclusion was intro- 
duced into the act, this was considered 
a reasonable amount of indemnification 
for the protection of one’s dependents, 
then certainly that limit is not unreason- 
able today. In 1918, the man earning 
$10,000 after payment of taxes and liv- 
ing costs might very well have had 
four or five thousand dollars left over 
to purchase life insurance and for other 
investments. At an average age of 40, 
the insurance would have cost probably 
$1,000 in premiums. Today that same 
individual with the same earning power 
would have, after payment of higher 
taxes and living costs left over possibly 
$1,000 or $1,500 and today his only op- 
portunity of creating an estate is through 

(CONTINUED ON PAGE 21) 


Benson Heads 
N.A.L.U. Nominators 


Judd C. Benson, home office general 
agent of Union Central Life, is the 
chairman of the nominating committee 
of the National Association of Life Un- 
derwriters to bring in a slate of trus- 
tees and officers at the Minneapolis 
convention. Mr. Benson, in the ballot- 
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JUDD C. BENSON 

ing at the mid-year meeting in Mem- 
phis to determine the membership of 
the nominating committee, received the 


highest number of ballots. However, 
instead of automatically becoming 
chairman for that reason, President 


John A. Witherspoon asked the nom- 
inating committee to elect its own 
chairman. The committee promptly 
named Mr. Benson, so he is doubly se- 
cure in the office. 

The other members of the nominat- 
ing committee are John D. Moynahan, 
Metropolitan Life, Chicago; F. G. Bray, 
New England Mutual Life, Houston; 
Edward R. Gettings, Northwestern 
Mutual Life, Albany, N. Y., and Frank 
Vesser, Reliance Life, St. Louis. 

The nominating committee voted to 
offer the following recommendations rel- 
ative to the proposal of candidates for 
officers and trustees of the National as- 
sociation: That in the interests of econ- 
omy, no elaborate campaigns be pre- 
pared and carried out for any candidate. 
It is hoped that this will be followed 
literally. Realizing that the National as- 
sociation will face problems during the 
next year which will require the best ef- 
forts and a great deal of time from its 
officers and trustees, the nominating 
committee expects to invite local asso- 
ciations to suggest the names of men 
who, because of experience and proven 
ability, would be able to serve the Na- 
tional association in an unusual manner 
during their term of office. Plans were 
formulated to have each sponsoring as- 
sociation present the qualifications of 


Part-Timer Issue; 
Agent Entering 
Defense Job 


After Lengthy Debate 
N. A. L. U. Decides Not 
to Take Stand 


The most spirited session at the mid- 
year meeting of the national council of 
the National Association of Life Under- 
writers in Memphis was that at which 
was discussed the question of whether 
the organization should take a stand on 
the propriety of life insurance agents 
continuing to solicit business after enter- 
ing into defense work, either with pri- 
vate industry or with the government. 
The debate was rather long and the 
decision was not to adopt a resolution 
on the subject. 


At the morning session Clancy D. 
Connell, Provident Mutual Life, New 
York, reporting as chairman of the 


agency practices committee, had touched 
upon the situation. He said that the 
problem is highly complicated and that 
at the risk of appearing to be weak- 
kneed his committee’s final recom- 
mendation was that each case be 
examined by the general agent and com- 
pany and disposed of on its merits. It 
was indicated at that time that the 
resolutions committee headed by Homer 
L. Rogers, Equitable Society, Indianap- 
olis, might bring in a memorial on the 
subject. 


Situation Controversial 


Late in the afternoon Mr. Rogers sub- 
mitted three resolutions, none of which 
pertained to defense workers. Warner 
Wilson, Guardian Life, president of the 
Cincinnati Life Underwriters Associa- 
tion, made inquiry as to what had be- 
come of that resolution. Mr. Rogers 
said that the committee found that the 
situation was so controversial that they 

(CONTINUED ON LAST PAGE) 








their nominee on a standard form in or- 
der that the nominating committee 
would have essentially the same infor- 
mation concerning all men being con- 
sidered. 

It is suggested that all material rela- 
tive to the qualifications of nominees be 
mailed to the nominating committee at 
the earliest possible date as the commit- 
tee expects to meet well in advance of 
the Minneapolis meeting to consider can- 
didates and formulate their report. This, 
it is believed, will eliminate some of the 
confusion which has arisen at national 
conventions in the past due to an un- 
usual amount of election activity during 
the convention. 





~ 


James M. McCormack, insurance commissioner of Tennessee and sales congress 
speaker; J. Allen Creath, manager Union Central Life at Birmingham, Ala., and Cecil 
Woods, president Volunteer State Life; scene at registration desk. 

Those shown in the picture at the extreme right are Frank Devitt, general agent 





AT THE MID-YEAR MEETING OF NATIONAL ASSOCIATION OF LIFE UNDERWRITERS IN MEMPHIS: 


for Capitol Life, Denver; Glen A. McTaggart, Prudential ordinary manager, Denver; 
Jul Baumann, Pacific Mutual, Houston, national trustee; Phil B. Hobbs, Equitable 
Society, Chicago, national trustee; Walter N. Hiller, Penn Mutual, president Chicago 
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Urges Prompt Sale 
of Foreclosed 
Real Estate 


Dr. Nadler Sees Price Rise 
During War But 
Uncertainty Afterward 


NEW YORK—The outlook for 
mortgage and real estate investments 
during and after the war was lucidly 
set forth by Dr. Marcus Nadler, pro- 
fessor of finance New York University, 
at the real estate mortgage clinic of the 
American Bankers Association. 

Real estate values during the war are 
bound to be favorably affected, Dr. 
Nadler said, because the cost of produc- 
tion and shortage of raw material will 


sharply curtail the construction of 
homes and multiple dwellings except in 
areas favorably affected by the war ef- 
fort. At the same time the demand for 
apartments and houses is bound to in- 
crease because of the increased purchas- 
ing power of the people. 

Another factor is that laws setting a 
ceiling on rents will not apply to all 
types of property or to all localities. 
Also, it is reasonable to assume that 
many individuals who would not other- 
wise buy real estate will do so in the 
belief that it is a hedge against infla- 
tion. 


Unfavorable Factors, Too 


However. not all factors are favorable 
to real estate, particularly in the New 
York metropolitan area. The war has 
already brought about a transfer in 
population to centers where new na- 
tional defense plants have been erected. 
While some of these changes are tem- 
porary, others in all probability will be- 
come permanent. Another unfavorable 
factor for existing real estate is that the 
cost of repairs and maintaining prop- 
erty has increased very sharply and it 
is doubtful whether in many instances 
this increase will be counteracted by an 
increase in rents. 

A tendency which Dr. Nadler said 
should be carefully considered by insti- 
tutions holding real estate and mort- 
gages is that the high income taxes, 
which constitute a heavy burden on all 
people with an income of $5,000 and 
up will adversely affect properties 
which cater to people in this category. 


Sketches Postwar Picture 


Dr. Nadler said that of perhaps 
greater importance to mortgage lend- 
ers and owners of real estate is the 
question of what real estate values will 
be after the present emergency has 
passed. While conceding that predic- 
tions as to what may take place after 
the war are extremely hazardous, he 
said that there are already certain ten- 
dencies which one can analyze fairly 
accurately. 

First, great social changes are taking 
place. The war and the heavy burden 
of taxation are bringing about a redis- 
tribution of wealth. Purchasing power 
of people in the upper tax brackets is 
bound to be drastically curtailed. This 
in turn will undoubtedly affect values 
of homes and apartments catering to 
people in this category. This implies 
that the demand for large, luxurious 
dwelling homes and apartments de- 
signed for tenants in this income group 
will be very much smaller than in the 
past. 

Incidentally, Dr. Nadler’s conclusion 
on this point is in line with the attitude 
taken by many life companies which 
for the last year or so has been to 
limit the size of mortgage loans on any 





GLIMPSES AT MID-YEAR MEETING OF NATIONAL ASSOCIATION OF LIFE 
UNDERWRITERS IN MEMPHIS: 


Above—Officers and headquarters staff of N. A. L. U.: Maxwell Hoffman, managing 
director; John A. Witherspoon, John Hancock, Nashville, president; Wilfrid E. Jones, 
editor and executive secretary; Walter E. Barton, Union Central, New York, treasurer, 
and Don Barnes, assistant editor and director of research. 

Below:—A group of Pennsylvanians: W. Rankin Furey, Berkshire Life, Pittsburgh, 
national trustee; Steacy Webster, Provident Mutual, Pittsburgh; Earle H. Schaeffer, 
Fidelity Mutual, Harrisburg, national trustee, and Clifford Orr, National Life, Phila- 
delphia. 








be. arising 
In contrast to the trend among the (CONTINUED ON PAGE 22 
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MORTGAGE PAID OFF 


A physician who was having a store building constructed 
as an investment borrowed $20,000 from his bank to finance 
the venture, then had the mortgage covered by $20,000 of 
life insurance, assigning the policy to the bank as collateral 
assignee. Before the building was completed, there was an 
accident in which he lost his life. The $20,000 life insurance 
went to the bank, saving his family from the debt and the 
bank from the loss—and the doctor’s wife now owns the 
building. 

Another policy of life insurance, bought at that same time, 
paid his wife a lump sum of $2,000. 

But he had also covered his family with other life insur- 
ance protection. Five years previously he had bought three 
policies of endowment income, and in 1939 he had bought still 
another policy, the total insurance on these four policies being 
$7,468.66. 

As a result of this life insurance the doctor’s wife has re- 
ceived $3,000 in cash, and is to receive 144 monthly income 
checks of $52.88 each, thus providing regular monthly income 
until the end of 1953. 

Thjs guaranteed monthly income will be supplemented by 
the return on her investment in the building, the title to which 
was purchased by liquidation of the mortgage through life 
insurance. 


+ + + 


THE PENN MUTUAL LIFE INSURANCE CO. 


WILLIAM H. KINGSLEY JOHN A. STEVENSON 
Chairman of the Board President 


INDEPENDENCE SQUARE, PHILADELPHIA 




















Drop Objectionable 
Feature of Bank 
Life Insurance Bill 


N. Y. Proposal Would 
Have Permitted $3,000 of 
Additional Term Coverage 


NEW YORK—tThe provision which 
would have allowed banks in the New 
York savings bank life insurance sys- 
tem tc issue up to $3,000 of term insur- 
ance on the lives of mortgage borrow- 
ers in addition to the present limit of 
$3,060 per life has been eliminated from 
the bill now pending in the legislature 
which would change the law governing 
savings bank insurance in several re- 
spects. In its amended form the bill’s 
main features are that it would permit 
issuance of double indemnity up to the 
$3,000 per life limit and would allow 
the banks to issue up to $3,000 per life 
in a_ single _contract rather than re- 
stricting policies to $1,000 each and 
necessitating additional policies where 
larger amounts than $1,000 are applied 
for. 

Life insurance men found the pro- 
posal to permit $3,000 of additional term 
insurance very objectionable. Accord- 
ing to Oliver Roosevelt, vice-president 
of Dry_ Dock Savings Institution, New 
York City, and a member of the three- 
man legislative committee of the sav- 
ings bank life insurance trustees, the - 
consensus of the trustees was that while 
the proposal was in many ways desir- 
able it was not of sufficient importance 
to justify antagonizing life insurance 
men who felt very strongly that it . 
would bring the banks into a field far 
bevond that contemplated in the origi- 
nal set-up of savings bank insurance. 


Not Seeking New Clientele 


Mr. Roosevelt feels that savings bank 
life insurance has enough of a field in 
serving its depositors and potential de- 
positors and is not warranted in trying 
to develop a new type of clientele by 
increasing its limits over the present 
level. In the great majority of cases 
the $3,000 per life limit has been found 
adequate. 

By confining its effort to those whom 
it can serve economically, the system 
can. Mr. Roosevelt believes, reach a 
point where life insurance men will con- 
cede that it is not getting a free ride 
from the insurance business and that 
sales due to banks’ uncovering needs 
ahove the $3,000 limit will more than 
offset whatever business is lost by 
agents who work up a case only to 
have the prospect decide he can get the 
insurance more cheaply through a bank. 


Misunderstanding Cleared Up 


A minor point in the bill, designed to 
clear up a point in the law, caused 
something of a flurry among life insur- 
ance men when it was thought that the 
proposed amendment would permit 
banks to write group insurance country- 
wide instead of merely in New York 
state. The present law permits banks 
to insure persons whose place of resi- 
dence or principal place of business is 
in New York state. 

In order to make it possible to in- 
clude members of families of insured 
who work in New York state but live 
in another state—a situation applying 
particularly to New Jersey residents 
working in New York City—the bill 
would change the word “insured” to 
“applicant.” Thus, for example, a 
father working in New York state 
could apply for a policy on his wife or 

(CONTINUED ON PAGE 22) 
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NeudicWideatiine 
More in War 


Life Advertisers Associa- 
tion Studies Problems 
at N. Y. Meeting 


NEW YORK—tThe most frequently 
reiterated idea at the Eastern Round 
Table of the Life Advertisers Associa- 
tion in its two-day session here last 
week was the necessity of increased 
and more effective advertising during 
the war period. 

Attendance was the largest of any 
round table meeting in the history of 
the association. George A. Adsit, vice- 
president, Girard Life, was chairman 
and presented a_ stimulating, well 
planned program. 

A. Scott Anderson, 
Iowa, the 


Equitable of 
L.A.A., an- 


president of 





Frank Price, Prudential, publicity chair- 
man at meeting of Eastern Round Table 
of Life Advertisers Association, discusses 
the day’s program with George A. Adsit, 
Girard Life. 


nounced that the North Central Round 
Table would meet at Excelsior Springs, 
Mo., April 23-24 and the Southern 
Round Table at Chattanooga, May 
14-15. According to present plans, the 
annual convention will be held in Chi- 
cago at the Edgewater Beach Hotel, 
Sept. 14-16. 

Insurance is playing a vital role in 
this war, but that doesn’t free it from 
the threat of increasing government 
control, according to Leslie Gould, fi- 
nancial editor of the New York Jour- 
nal American. With assets of $32,500,- 
000,000 and an annual premium income 
of $4,000,000,000, the social planners 
are not going to give up until they get 
control of the huge assets and premium 
income of life insurance companies, un- 
less the public says no. 


Don’t Wait to Take Initiative 


Insurance companies must not make 
the mistake of banks and stock ex- 
changes and wait for the other fellow 
to take the initiative, he declared. They 
must get on the offensive and tell their 
own story. With 66,000,000 policyhold- 
ers on the side of the life insurance 
business, no Congressman or bureau- 
crat is going to experiment with it. 

One of the troubles of the life in- 
surance business is that it hasn’t been 
telling the full story of the job it per- 
forms in peace and war, he said. The 
thought seems to have been that if it 
did a good job, that was sufficient. That 
is no longer true, if it ever was. Life 
insurance has made a substantial start, 
and the character of advertising is 
changing for the better. Reports to 
policyholders are being humanized and 
simplified. 


Must Counteract Socialization 


But a great deal more must be done. 
This effort must be increased during 
the war period. This country as well 
as the rest of the world is in the midst 
of socialization—more and more control 
of individual lives, living and business. 

(CONTINUED ON PAGE 23) 


Warning Given on 
Spurious Schemes 


Northwestern National 
Life Says Wartime Breeds 
Questionable Appeals 


The family economics bureau of the 
Northwestern National Life calls atten- 
tion to the fact that people are likely to 
be imposed on by salesmen offering vari- 
ous schemes such as stock in dubious 
concerns, manufacturers of synthetic 
rubber, etc. There are a number of war- 
time rackets already coming into being. 
Among major schemes swinging into 
activity, the Northwestern National says, 
are phony war charities and refugee 
benefits. Bootleggers offer retreaded 
tires which may be old, defective and 
absolutely worthless. Also fakers “in- 
spect” and refill fire extinguishers with 
colored water. Fake doctors offer selec- 
tive service registrants physical examin- 
ations, agencies promise for a fee paid in 
advance to obtain birth certificates for 
persons born in other states or coun- 
tries. Fake oil stocks are being offered 
due to a shortage of oil and gasoline. 


Smooth Talking Life Agents 


Some smooth talking life agents false- 
ly claim that their insurance policies 
cover all military service. Others offer 
for a fee to readjust one’s insurance to 
changed war time conditions and switch 
a policyholder from contracts he now 
owns for cheaper, less desirable ones. 

As regards a salesman telling the 
owner of a life insurance policy that it 
covers all risks of military service, the 
owner should insist on examining it. 

The Northwestern National says: 
“Nearly all standard life policies now 
being sold contain a special clause limit- 
ing coverage on military risks, or call- 
ing for a substantial additional premium 
to cover such increased risks, which old 
rates were not sufficient to cover. If 
there is no such clause in the policy, 
make sure you are not getting short- 
changed somewhere else in. the contract. 


No Exception on War Risks 


“Your older, standard policies, taken 
out a year or more ago, cover military 
risks. In 1919, the life companies gen- 
erally believed that the last great war 
had been fought, and eliminated the war 
risk limitation clauses then in their pol- 
icies, So policies written by the stand- 
ard companies between 1919 and 1940 
practically all made no exception as to 
war risks. Therefore, those still in force 
include such war risks in their coverage, 
and are now a great bargain because 
they cover the increased hazards of war 


service, though written at peace-time 
premium rates. Hold on to your old 
policies. Don’t let smooth talkers twist 


you out of them and into something that 
looks cheaper but probably isn’t.” 





Sharp Is Named in Virginia, 
Succeeding Atlantic Agency 


Atlantic Life has terminated contract 
with Atlantic Agency, representing it in 
Virginia for many years, as general 
agent and has named Horace F. Sharp, 
president of that agency, as home office 
manager of the company for (Virginia. 
George T. King, Jr., vice-president of 
the Atlantic agency for many years, has 
been appointed general agent at Rich- 
mond. Atlantic agents throughout Vir- 
ginia will continue connection with the 
company through the home office man- 
ager. 





Elrod Speaks in Chicago 

The Chicago C. L. U. chapter will 
meet April 7, with Mfiton Elrod, legal 
editor R. & R., as speaker. Roland D. 
Hinkle, president, will preside. George 
H. Gruendel, New England Mutual, is 
program chairman. 


Wild Illinois Radio 
Claims Are Studied 
by Department 


Life and accident companies which 
make extravagant claims over the radio 
present a problem which is being studied 
by the Illinois department, Nellis P. 
Parkinson, assistant director, informed 
the Life Agency Managers of Chicago 
at a luncheon meeting this week. 

He urged the managers and general 
agents to go to the department with 
any complaints of misrepresentation and 
promised a sincere effort to correct 
abuses. 

Mr. Parkinson’s comment came in a 
forum at which he and two other de- 
partment officials, Arthur G. Smith, 
deputy in charge of the Chicago branch 
office, and H. Walter Hanson, Jr., su- 
pervisor of the license division, were 
asked questions on a number of current 
problms. A general agent stated that a 
company advertising over the radio has 
a rubber stamp for noting that a claim 
is disallowed. 


Mainly Assessment Concerns 


Most of the offenders, Mr. Parkinson 
explained, are assessment life or health 
and accident concerns and burial associ- 
ations. 

The department, he said, resents mis- 
use of the department’s “approval” over 
radio programs or otherwise. He ex- 
plained this approval may signify no 
more than that investments meet mini- 
mum requirements, or that policy forms 
were submitted and permitted to be 
used. Much of the evil of radio insur- 
ance advertising, he said, it is what is 
implied rather than what is said. 

Mr. Parkinson explained the depart- 
ment has no control over radio pro- 
grams and has no facilities for handling 
such work. Some of the programs heard 
are sponsored by companies not operat- 
ing or licensed in the state. He sug- 
gested the Better Business Bureau might 
be the best medium for control, and it 
was explained to him life men had ap- 
pealed to that bureau to stop programs 
claimed to contain gross misrepresenta- 
tion. 


Supervisor Hanson Reports 


Supervisor Hanson reported about 95,- 
000 licenses were issued to agents, 
brokers and solicitors in Illinois last 
years, the number of individuals and 
firms being about 40,000. The depart- 
ment considers the written examinations 
are a serious means of selection and 
never has waived examination. 

Last year more than 7,000 were noti- 
fied to report for examination but only 
53 percent appeared. The department 
revoked 504 licenses for cause last year 
and more than 3,200 for failure on ex- 
amination. Deputy Smith spoke briefly, 
noting the Chicago branch carries du- 
plicate annual statements of companies, 
has brokers and agents record cards and 
reports on examinations of companies. 

J. H. Brennan, president of the man- 
agers, presided. E. W. Hughes an- 
nounced plans for the sales congress 
April 18. Joseph M. Gantz, Cincinnati 
general agent of Pacific Mutual Life, 
will take the place on the program of 
C. C. Day, Oklahoma City general agent 
of that company, who died this week, 
Earl M. Schwemm, Great-West, pro- 
gram chairman, announced. 


Guardian Starts “All-Out” Effort 


The important contribution of the 
life insurance agent to successful prose- 
cution of the nation’s war program has 
been made the theme of an all-out pro- 
duction campaign in April by the field 
force of Guardian Life. The campaign 
slogan is: “All-Out in April—on the 
ATTACK” 

At the suggestion of Jack Leventhal, 
Leaders Club president, the officers of 
the club decided unanimously to dedi- 
cate the April effort to Frank Weiden- 
borner, agency vice-president. 








Warns Managers 
Against Castoffs 


Hartshorn Says It Is 
Poor Salesmen That 
Industry Is Letting Out 


MEMPHIS—Advice to managers to 
be uncommonly selective in appointing 
new agents under today’s conditions 
was given by W. W. Hartshorn, who 
was the featured speaker at the luncheon 
given by the Mem- 
phisGeneral 
Agents & Manag- 
ers Club for the 
visiting general 
agents in town for 
the N. A. EL. -U. 
mid-year gathering. 
Mr. Hartshorn is 
manager in Hart- 
ford of Metropoli- 
tan Life, trustee of 
the N. om 
and chairman of its 
general agents and 
managers commit- 


tee. 

Mr. Hartshorn 
said that in those 
businesses that are being demoralized as 
a result of the war, management is 
striving to retain the good salesmen by 
finding some other berth for them within 
the organization for the duration. The 
poor salesmen are being let out and 
management is trying to help those cas- 
ualties find a haven, frequently taking 
active measures to get them entered in 
the life insurance field. Hence, Mr. 
Hartshorn warned, that managers 
should be on guard lest they become 
burdened with cast offs, thinking that 
they are good men uprooted by external 
circumstances. 


W. W. Hartshorn 


Manager Should Be An Example 


Mr. Hartshorn recommended that the 
manager apply himself to his job as 
never before, not only to get business 
but as an example to the agents. A man- 
ager who has communed with himself 
and decided that he can be more useful 
to his government by staying at his 
present job than by doing something 
else, must then justify that belief by op- 
erating on a seven day a week basis, so 
to speak. Agents, too, are troubled by 
the question of whether they could not 
be more effective in some other work. 
They will be influenced, not only by the 
decision of their boss, but by the ex- 
ample of industry that the boss provides. 

The speaker exhorted those in the 
business to remove from their minds the 
idea of a distinction between industrial 
and ordinary salesmen. Both can learn 
from each other, and there should be no 
barrier of any kind between them. 

J. Frank Hall, Mutual Life, president 
of the Memphis group, presided at the 
luncheon, and Robert Seay, Metropoli- 
tan manager in Memphis, introduced 
Mr. Hartshorn. 


Bankers National Installs 
Air Raid Protection 


Bankers National Life has fortified its 


‘home office building in Montclair, N. J., 


against air raids by boarding up doors 
and windows with heavy timbers. The 
building, according to air raid precau- 
tion engineers, thus will provide a safe 
area, except from a direct hit. 

President Ralph R. Lounsbury issued 
a statement inviting the public, if caught 
out near the building when an alarm 
sounds during office hours, to step inside 
for protection. “We shall be open for 
business long after Hitler and Hirohito 
have ceased to endanger our individual 
lives,” he said, “and, in view of the cur- 
rent added danger, maybe you ought to 
get some additional life insurance.” 
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Practice Blackout 
in New York City’s 
Insurance Sector 


Test Works Smoothly; 
Area Is Near Brook- 
lyn Navy Yard 


By R. B. MITCHELL 


NEW YORK—The downtown insur- 
ance district played a 100 percent suc- 
cessful part in last week’s test blackout 
of the section of Manhattan Island 
below 14th street. Most persons in the 
insurance business are familiar with the 
appearance of the district after dark but 
observers on the job during the black- 
out said that the district presented a 
weirdly different picture from its usual 
nocturnal state. Ordinarily street lights 
and lighted windows here and there 
keep the section from looking entirely 
deserted but with all lights out it looked 
like a dead city. |. 

The effect was heightened rather than 
diminished by the bright moonlight. 
Because of the tall buildings and the 
narrow streets it was like walking from 
noonday sun into pitch blackness to go 
from a moonlit street to a shadowed 
one. Far from being a dead city, how- 
ever, the insurance section was teeming 
with activity to a far greater extent 
than on a normal night. Air-raid war- 
dens and building control directors and 
their staffs were very much on the job. 


Drill Was Invaluable 


While undoubtedly part of the com- 
plete success of the blackout was due 
to the advance warning it was invalu- 
able as a drill and in particular in show- 
ing up what needs to be taken care of 
before a real blackout, where the job 
would have to be done in a hurry. For 
example, some buildings are so con- 
structed that there are windows behind 
the elevator shafts. If, as is usually 
the case, the elevator doors are also of 
glass, it is possible for the glow of the 
corridor lights to be seen from the out- 
side. In an emergency blackout it would 
be necessary to go through the build- 
ing in a hurry and turn out all these 
lights. This was no problem during the 
practice blackout, as all occupants of the 
buildings had had advance warning and 
nearly all of them were out of their 
offices. 

However, if a blackout should take 
place early on a winter evening corridor 
lights would be on and in a large build- 
ing it would take a long time to turn 
them out. It may turn out to be possi- 
ble to enlist the services of tenants for 
this work and in taking care of their 
own lights. If tenants do not cooperate 
in turning out their own lights it will 
probably be necessary to resort to pull- 
ing the master switches of buildings. It 
would be very desirable to avoid this, 
as it would be a hardship for tenants 
who were cooperating and perhaps 
whiling away their time with a game of 
pinochle in an inside room. Pulling 
the master switches would not affect 
elevator operations or stairway lights. 


No Special Problems 


In some respects the insurance dis- 
trict presents fewer problems than some 
other parts of the city. Buildings are 
not normally occupied by tenants during 
the evenings. However, this might be 
something of a problem ‘during the first 
two months of the year when account- 
ing departments are working overtime 
on annual statement figures. 

The insurance district presents no 
special problems, though its location 
fairly close to the Brooklyn Navy Yard 


makes complete blackout preparations 
highly essential. There were no casual- 
ties in the district during the blackout, 
which lasted for about 20 minutes. 
Zone 5, which includes most of the 
insurance district is, like other zones, 
divided into sectors, each of which is 
under the direction of a sector warden. 
Each sector has a detailed plan, which 
is blueprinted for the guidance of the 
post wardens and others. For example, 
the blueprint of the sector which in- 
cludes the well known 80 Maiden Lane 
building, shows the names of all the 
wardens and their alternates, Jocation 
of street lights, fire hydrants, manhole 
covers, “siamese” hose connections, fire 


alarm boxes, available telephones in 
each building, street numbers of all 
buildings and the location of a hand 
truck which contains emergency equip- 
ment of all kinds. Alfred Hornickel, 
manager of the 80 Maiden Lane build- 
ing, and sector warden, received a letter 
from Clark G, Dailey, senior zone war- 
den, commending the sector’s blueprint 
and stating that it should be the model 
for all sector wardens. The zone war- 
den is E. J. Smith, manager of the 60 
Wall Tower buildings. 





Albert Hirst’s booklet “When a Man 
Dies” should be in the hands of every 
one of your large clients. Four copies $1. 
Order from National Underwriter. 


Labor May Form Agencies 
to Sell Bank Insurance 


Threat that the American Federation 
of Labor might establish agencies for 
sale of savings bank life insurance in 
Massachusetts has been made by K. a 
Taylor, counsel for the A. F. of L. 
the state. Such a step may be taken, ae 
said, if the casualty insurance interests 
continue to oppose the creation of a 
monopolistic workmen’s compensation 
state fund. 
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people as well as ourselves! 


“RALPH, YOU SEEM TO BE THE BUSIEST 
MAN IN TOWN THESE DAYS...” 


“MAYBE | AM, TOM. THESE ARE 
IMPORTANT TIMES FOR LIFE 
INSURANCE MEN... 


“You see, Tom, lots of people are making extra money 
now. That means that we have a better market for life in- 
surance. But it means something else, too. It means that 
these families will be better off for years to come if they 


invest their money in life insurance. So we’re helping other 


”? 





LIFE INSURANCE COMPANY 


oF Bostom, MASSACHUSETTS 
GUY W. COX, President 





175 W. Jackson Blvd., Chicago. 
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Bruce Parsons 
to Army Duty 


Bruce Parsons, general agent, in Chi- 
cago for Mutual Benefit Life, received 
orders to report 
for army duty 
Thursday, and is 
currently assigned 
to staff duty with 
6th Corps Area 
with headquarters 
in the Post Office 
building, Chicago. 

Parsons _ served 
as captain of field 
artillery in the 
first war. He left 
college when a 
junior at Iowa 
State, where he 
was a cadet-major, 
to enter an officer’s training camp, and 
came out a captain at the age of 22. 

Following the war, during which he 
served in France for six months, he re- 
turned to Iowa State to receive his de- 
gree in mechanical engineering, and con- 
tinued his commission in the Officer’s 
Reserve Corps. He frequently attended 





Jas. F. Ramsey 





BRUCE PARSONS 


summer camps for two weeks training 
period, as a result of which he was pro- 
moted to the rank of major, which he 
now holds. He commanded the 404th 
Field Artillery for a few years, prior to 
being appointed general agent in 1937, 
at which time he asked to be released 
from this duty inasmuch as he could 
not devote sufficient time to this com- 
mand. 

Major Parsons joined Mutual Benefit 
Life in 1923 as a salesman with the 
A. A. Drew agency. A stranger in Chi- 
cago he used the cold canvass method of 
approach in selling, paying for a quarter 
of a million of insurance his first year, 
and reached the million mark in 1932. 
He had several million dollar years and 
in 1935 he led the Mutual Benefit’s field 
forces in the United States, and was ap- 
pointed to his present post in 1937. The 
Parsons agency has enoyed a steady 
and healthy growth since its inception, 
despite the loss of its two leading agents 
in 1939 and 1940, who were given gen- 
eral agencies with Mutual Benefit in 
Peoria, Ill, and Brooklyn, and seven 
men to army, navy and defense indus- 
tries. The agency paid for a little more 
than $3,500,000 in its first year of op- 
eration and rose to better than $8,000,- 
000 paid for in 1941. 

Major Parsons leaves his agency in 
very capable hands, the most recent ad- 
dition to the staff being James F. Ram- 
sey, former Chicago general agent for 
Home Life, who becomes manager of 
the main office at One North LaSalle 
street. Mr. Ramsey has had a broad 
experience as a salesman in Iowa; as 
a member of the agency staff of Home 
Life in New York, and a very success- 
ful career as general agent for Home 


Managers Session 
at Chicago Rally 
Draws Interest 


Much interest is being taken in the 
special session of the Life Agency Man- 
agers section to be held in Chicago the 
afternoon of April 17 during the com- 
bined state meeting of the Illinois As- 
sociation of Life Underwriters and sales 
congress sponsored by the Chicago As- 
sociation of Life Underwriters. 

A splendid program is offered, includ- 
ing H. A. H. Baker, vice-president and 
superintendent of agencies Great-West 
Life, on “Experiences of Canada in War 
Time”; Kenneth R. Conrey, Pittsburgh 
general agent Penn Mutual, “Present 
Day Recruiting,” and Judd C. Benson, 
Cincinnati general agent Union Central, 
who is president of the Ohio Associa- 
tion of Life Underwriters. 

Joseph M. Gantz, Cincinnati general 
agent of Pacific Mutual Life, will speak 
at the sales congress April 18 in place of 
C. C. Day, Oklahoma City general agent 
of that company, who died. 


Editor Arch Ward Talks 


J. H. Brennan, Fidelity Mutual, presi- 
dent Life Agency Managers, will preside 
in the afternoon and also at the annual 
dinner, at which Arch Ward, sports edi- 
tor Chicago Tribune, promoter of the 
Golden Gloves and Silver Skates tour- 
naments and All-Star football game, will 
give the principal talk. 

A fellowship hour at which the man- 
agers group will be host will follow the 
afternoon session. Illinois department 
officials have been invited to attend. 

Mr. Brennan is chairman of the IIli- 
nois state committee in charge of ar- 
rangements, and E. W. Hughes, Massa- 
chusetts Mutual, and George Huth, 
Provident Mutual, are co-chairmen of 
the Chicago committee. 

Tickets for the two days’ activities 
have been priced at $4, and for the sales 
congress alone at $1. 


Managers Group Grows 


The Life Agency Managers this year 
has had great growth, membership being 
doubled and the group being far more 
active than in the past. President Bren- 
nan, who is in line for election as presi- 
dent of the Chicago association at the 
next annual meeting, hopes to make the 
managers group the outstanding one in 
the country. 

The famous Quiz Kids will perform at 
the sales congress. They are Girard 
Darrow, Joan Bishop, Harry Fischman, 
Claude Bremmer and Richard Williams. 





Tavern Keeper Specialist Sentence 


RACINE, WIS.—Pleading guilty to a 
charge of acting as an agent for National 
Life Association, an unlicensed insur- 
ance company, and taking applications 
and accepting premiums, Roger I. Wil- 
son, 51, South Milwaukee, Wis., was 
sentenced to one year in the state prison 
and then placed on probation by Munici- 
pal Judge Goodland here. Wilson also 
was ordered to pay the cost of the trial 
and to reimburse all persons in Racine 
county who had purchased policies. Mr. 
Wilson admitted selling some 20 poli- 
cies to tavernkeepers in the county. 








Life in Chicago since 1936. He will be 
in full charge of recruiting and training 
new men and of supervising the sales 
activities of the organization. 

The branch of the agency, at 208 
‘South LaSalle street, will continue under 
the direction of Edward C. and Ervin D. 
Hintzpeter as in the past. The branch 
does approximately one-third of the 
total agency business, with 11 full time 
agents. 

Currently, Major Parsons will live in 
residence in Highland Park, where he 
and Mrs. Parsons and their four sons 
reside at 914 Ridgewood drive. 

















WORRIED? 


In times like these we face many uncertainties. No 
one can help wondering how far inflation will pro- 
gress, how high taxes will mount, how low the in- 
terest rate will go, how long it will take for Victory. 


How will this situation affect you as life under- 
writers? How will you meet this era of insecurity 
and change? Well, just remember that your clients 
and prospects are as much worried as you are. You 
and they will answer this challenge as men have 
met similar problems before—with the faith and 
courage that endures until the crisis is past. 


Given life and health, the average man will man- 
age to get along and will continue to provide for 
his family. The problem is not what his family will 
do if he lives—but what they will do if he doesn't. 
These are times when a man needs the security of 
adequate life insurance far more than he ever 
needed it before. 


Life underwriters can do their greatest service to 
their fellowmen and to our country right now by 
offering family protection to those who need it. Now 
is the time to cover the man unprotected and to in- 
crease the holdings of the man inadequately cov- 
ered. 


This is not the time to worry but to work! 
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L.O.M.A. Meeting 
Program Given 


Spring Conference to 
Be Held April 27-30 in 
Greensboro, N. C. 


The Life Office Management Associa- 
tion announced the program for _ its 
spring conference April 27-28 in King 
Cotton hotel, Greensboro, N. C. The 
theme is “Pertinent Problems of Life 
Office Management Under War Condi- 
tions—Ordinary and Industrial.” 

W. Dudley Owens, vice-president and 
secretary of Lamar Life, is chairman of 
the ordinary program and G. C. Clark, 
assistant actuary Equitable Life, Wash- 
ington, chairman of the industrial pro- 
gram. 

The program for the general session 
April 27 is: 

April 27—General Session 


Opening remarks by President R. W. 
Beeson, secretary Liberty National Life. 


Welcome by Julian Price, president 
Jefferson Standard. 

“Compliance with Treasury Depart- 
ment Rulings Concerning Blocked 
Funds.” Discussion. 


“Economic Trends in the Southeast as 
Related to Life Insurance,” Dr. A. S. 
Keister, professor of economics Woman’s 
College, University of North Carolina. 

Luncheon. 


Afternoon—Ordinary Session 


“Utilizing Part-Time Employes As a 
Means of Coping with the Current Cleri- 
cal Labor Situation,” G. E. Mecherle, sec- 
retary State Farm Life, and W. P. Bar- 
ber, Jr., secretary Connecticut Mutual. 

“How We Developed Our Salary Stand- 
ardization Program,” J. G. Bruce, ac- 
tuary Colonial Life. 

“Availability of Office Equipment and 
Supplies Affected by Priorities,” J. E. 
Mumper, assistant secretary L. O. M. A. 

General discussion. 

Adjournment. 


Afternoon 


Industrial session. 

“Procedures Involved in the Use of 
Forms Included in Portfolio No. 1 of 
Industrial Insurance Forms,” J. Cowin 
Smith, assistant secretary Life of Vir- 
ginia. 

“Methods of Tracing to Determine 
Present Status of Policy When Policy 
Number Is Not Submitted,” and ‘“Mainte- 
nance of Coniact with Policyholders 
Having Paid-up or Extended Insurance,” 
J. Everett Rowe, assistant to second 
vice-president Metropolitan Life. 

Informal discussion of effects of the 
war on industrial insurance management 
and possible solutions: 

“The Problem of Transportation for 


’ the Man on the Debit,” H. Clay Evans 


Johnson, executive vice-president Inter- 
state Life & Accident. 

“Type and Completeness of Industrial 
Proofs of Death Arising From Military 
Services Abroad,” R. W. Beeson, secre- 
tary Liberty National Life. 

“Possibilities for Reduction in Indus- 
trial Operating Expenses,” W. B. 
Clement, superintendent of industrial di- 
vision Pilot Life. 

“Measures Taken by Companies to Pre- 
serve Their Industrial Records from Pos- 
sible War Destruction,” R. W. Cobb, as- 
sistant supervisor of industrial policy 
department, Prudential. 

Adjournment. 

Evening—Reception and informal ban- 
quet and dance at Jefferson Country 
Club. 

April 28—General Session 


“Present Status of the Application of 
the Federal Fair Labor Standards Act 
to Life Insurance Personnel,” J. B. Slim- 
mon, vice-president and secretary Aetna 
Life. 

Symposium on “Recent Economies 
Realized in Home and Branch Office 
Operations,” chairman C. Elmer Leak, 
vice-president Jefferson Standard. 

Luncheon, Jefferson City Club. 


Afternoon—Ordinary Session 


“Budgetary Control of Home Office 
Operations,” F. P. Samford, president 
Liberty National Life. 

“Extending the Usefulness of Branch 
Office Audits,” L. J. Hale, assistant con- 
troller Kansas City Life. 

“Rip Van Winkle Awakes in 1967,” H. 


E. Niles, superintendent of agencies Bal- 
timore Life. 
Adjournment. 


Industrial Session 


“Branch Office Industrial Accounting 
and Administration: Records, Control of 
Funds, Auditing, Control of Stationery 
and Supplies,’ Leonard Mosele, secretary 
American National. 

“The Use of Punched Card Equipment 
in the Preparation of Agents’ Accounts,” 
Lester Knopp, manager tabulating de- 
partment National Life & Accident. 

Informal discussions: 

“Keeping Policy Records by Means of 
Punched Cards Without the Use of Life 
Registers,” J. J. Hess, secretary Knights 
Life. 

“Allocation of Branch Office Expenses 
Between Ordinary an Inddustrial,” F. R. 
Leu, actuary Life & Casualty. 

“Methods of Copying or Reproducing 
Applications for Insertions in Policies,” 
E. F. Cooley, assistant supervisor meth- 
ods department Prudential. 

“Methods of Crediting and Accounting 
for Industrial Medical Fees,” O. D. New- 
ton, assistant general manager and sec- 
retary London Life. 

Adjournment. 


V. Webner Wiedemann, San Fran- 
cisco general agent Equitable Life of 
Iowa, suffered a severe tragedy when 
his 9-year old son, Donald, was suffo- 
cated when a cave he and his playmates 
were building, collapsed. 


Trace Career of Wertimer 
in N. A. L. U. Trustee Race 


Sidney Wertimer, for whom a formal 
campaign has been organized for trus- 
tee of the National Association of Life 
Underwriters, has had a distinguished 
career in the business. He attended the 
school of finance of the University of 
Pennsylvania and while still in college, 
was licensed as a special agent in 1910 
for Prudential under his father. In 
1915 he became a partner with his 
father in the firm of Henry Wertimer 
& Son, managers for western New 
York. Upon the death of his father in 
1931, Sidney Wertimer succeeded to the 
firm as manager for western New 
York with headquarters in Buffalo. 

He served as president of the Buf- 
falo Life Underwriters, Inc., in 1924 
and 1925, and he caused the association 
to be incorporated, to employ a regular 
salaried executive and to maintain es- 
tablished offices. In 1928 he served as 
president of the Buffalo Life Managers 
Association and in 1932 was president 
of the New York State Association of 
Life Underwriters. While he was presi- 
dent he introduced the system of dues 
and set up a plan to pay the traveling 
expenses of delegates. He was active 
in the fight against savings bank life 
insurance during 1940 and 1941 and 


served as a member of the advisory 
board on written examinations that was 
appointed by the New York insurance 
superintendent. 

In the N.A.L.U., he is at present 
chairman of the committee on coopera- 
tion with the U. S. Chamber of Com- 
merce and in the past few years he has 
held the position of chairman of publi- 
cations committee, chairman of by-laws 
committee, member of the committee 
on agent’s compensation and a member 
of the executive committee of the gen- 
eral agents and managers section. 


Michigan Regulation Modified 

Commissioner Berry of Michigan has 
modified the regulation issued Jan. 30 
requiring agents to designate their pri- 
mary life company as a prerequisite to 
renewing licenses, to except agents pri- 
marily engaged in general lines and 
agents in towns under 15,000. 


E. A. Smith, Jr., Resigns Post 


E. A. Smith, Jr., former insurance 
commissioner of Utah and later at Pa- 
cific Mutual Life’s home office and for 
the past year general agent at Glendale, 
Cal., has resigned. Mr. Smith has not 
announced his future plans other than 
that he will spend several weeks with 
his family in Salt Lake City. 
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Radio Station 
*All Bonds at Market or Commissioners’ Valuation 


Total Admitted Assets 


Legal Reserve on Policies 
Reserve to Provide for Fluctuation of Mortality and of Market Value of Assets 
Credits to Policyowners left with Company on Deposit at Interest......... 

Reserve for Taxes 
Death Claims Due and Unpaid 
Death Claims Reported but Proof Not Completed December 31, 1941........ 
Premiums and Interest Paid in Advance 
Special Funds Payable to Policyowners in 1942 
All Other Liabilities 
Capital and Surplus 


The STRENGTH of any life insurance company 


is measured, not by size, but by its capacity to pay 


its liabilities . . . 


THIRTY-FIRST ANNUAL STATEMENT 
Showing Condition on December 31, 1941 


ADMITTED ASSETS 


MEBitactsaloae ty aescs eased 


**Policies 


President 


*State, County and Municipal Bonds 
Home Office Building 
Real Estate Owned 


First Mortgage Loans on Real Estate............. 
Loans Secured by Legal Reserve on Policies 
Accrued 


TTL. Cy SR entre eRe a Siam as eet Meee A, 


givueee ts ( .6!) 84,025.52 


eC TR TEC e $13,792,645.16 


er CTE CCRC PCCUEECT TTY $11,048,027.58 


(For Additional Protection of Policyowners) 
Thanks for your interest in reading this statement. 
Further inquiry or comment is solicited. 
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ree eC ee (eC CCIE $13,792,645.16 


INSURANCE IN FORCE...................-.22..-.+-$60,984,747.08 
An increase of $2,515,690 in 1941. 


BOOED PED 6 6 6 ha ccescnsenedsenseeedeccece see 
An increase of $612,146.33 in 1941. 


that Protect’’ 


The FARMERS & BANKERS Life Insurance Company 


HOME OF RADIO STATION KFBI 


WICHITA 


H. K. LINDSLEY F. B. JACOBSHAGEN J. H. STEWART, JR. 
Vice-Pres. and Sec'y 


Percentage 
$ 355,620.67 
4,414,176.00 
110,760.00 
2,211,475.31 
150,000.00 
431,725.00 
340,638.15 
3,146,480.8! 
2,250,360.93 


297,382.77 
Charged Off 
Charged Off 


337,345.12 
607,599.14 
75,000.00 
None 
14,900.15 
110,857.06 
60,003.71 
38,912.40 
1,500,000.00 


Vice-Pres. and Treas. 
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Conservation Plan 
Is Recommended 


Commissioner of West 
Virginia Seeks to Protect 
One-Man Agencies 


Insurance Commissioner Sims of West 
Virginia has issued a pronouncement call- 
ing attention to the many individuals in 
the insurance business operating more 
or less as one-man concerns who have 
been called or will be called to the col- 
ors. Naturally without the presence ol 
the owner the business would dwindle 
away unless coordinated measures were 
adopted that would aid in preserving 1t 
so that ultimately he might step back 
into his business where he left off. 
Therefore, Commissioner Sims urges 
that in cases of this kind companies, 
agency organizations, agencies and indi- 
viduals cooperate with the department in 
working out feasible plans that will re- 
sult in keeping intact the business of an 
agent. Commissioner Sims makes the 
following specific recommendations: 


Gives Three Proposals 


(a) The contract between such agent 
and his company or companies should be 
continued in force. ; , 

(b) The resident agent’s licenses 
held by such person should be kept in 
force. 

(c) The policy expirations and other 
insurance business of such an agent 
should be placed in the hands of some 
responsible and reliable person, who shall 
keep all such business renewed and do 
all things necessary to preserve in the 
agent’s name and for his benefit the ex- 
pirations and other insurance business, 
at a nominal cost. 

He states that anyone can perform a 
distinct patriotic service by reporting to 
the insurance department the acts of any 
agent who is found wilfully and inten- 
tionally raiding the expirations of an- 
other office while the owner is tem- 
porarily serving his country. 


Insurance Suggestions Made 
for Men Entering Service 
KALAMAZOO, MICH. — Gerald 


McKessy, attorney, cooperating with 
the legal aid committee of the Kalama- 
zoo Bar Association, has prepared 
recommendations regarding insurance 
for draft registrants and volunteers, 
urging them to familiarize themselves 
thoroughly with their personal situa- 
tions before entering service. | 

The three major steps advised are: 
(1) Reduce all policy liens and loans 
to less than 50 percent of the cash sur- 
render or loan value on each policy. 
(2) Pay all premiums at least eight 
weeks in advance. (3) Get from an 
insurance representative full informa- 
tion regarding all policies carried, in- 
cluding the number and date of policy, 
its face amount, total premium and date 
when due, the date to which the pre- 
mium is paid, the amount and nature 
of lien, if any, and the name and rela- 
tionship of beneficiaries. 


Recommend Budgeting Premium 


It was suggested that each man com- 
pute the total yearly premium on all 
regular insurance and thus ascertain 
the amount that must be set aside each 
month to keep such coverage in force. 
Arrangements should be made, he said, 
for a friend or relative to make pre- 
mium payments when due, if possible 
without financial hardship, or to attempt 
to arrange for loans from the companies 
represented to keep the insurance in 
force over the period of service. Advice 
should also be obtained, it was recom- 
mended, as to whether the man in the 
service should supplement his regular 
insurance with government term insur- 
ance. 


ee ae 
Up 18.5% in 1941 
Shown by Figures 


Reports of 45 offices, 37 of them or- 
dinary and eight industrial-ordinary, 
show that business in England increased 
18.54 percent in 1941 over 1940, accord- 
ing to “The Review” of London. Total 
production in 1941 was £122,978,256, in 
1940 £103,740,028 and in 1938 £202,- 
559,656. The offices writing industrial- 
ordinary showed an increase of 34.95 
percent, 1941 over 1940, and the strictly 
ordinary offices 9.05 percent. 


Uncertainty Is Motivator 


The Review points out it might be 
supposed that with increased taxation 
and the uncertainties of the international 
situation, people would hesitate to buy 
new contracts carrying commitments to 
pay considerable sums for years. Yet 
it was precisely these influences, creat- 
ing anxieties about matters which no 
amount of life insurance protection could 
improve that resulted in 1941 making a 
far better showing than its predecessor. 

The increasing income tax, while re- 
ducing the money available for premi- 
ums, decidedly influenced a large per- 
centage of new insurance, according to 
The Review. Where estimates made at 
the beginning of the year were most 
likely to have gone astray was in not 
making sufficient allowance for the im- 
mense increase in income of some sec- 
tions of the community, directly result- 
ing from armaments, expenditures and 
for increased prosperity in some lines 
of industry arising from the disturbance 
of trade brought about by the war. 


Agriculture Is Good Source 


Thus one office closely in touch with 
agriculture had the largest business in 
its history in 1941. The larger showing 


by industrial-ordinary offices reflects the 
increased income of classes benefiting 
from war industry. 

The Review suggests that other of- 
fices might have succeeded in writing 
more business if they had tried to con- 
centrate their efforts more on those sec- 
tions of the community which had the 
money to spend. However, it makes the 
point that this sounds easier than it is. 
Life offices and agents in course of time 
develop set habits which are hard to 
break. 


Less Business May Be Blessing 


The comparatively small volume of 
new business under present conditions 
may be a blessing in disguise because of 
decreased interest yields and possible 
increase in mortality. Lightening the 
new business strain may easily amelio- 
rate this situation, tiding the company 
over the war period. Many policies now 
being issued in England grant a sub- 
stantial amount of protection against 
war risks for which no charge is being 
made. Though in the past two years 
losses in this respect have been light, 
it by no means follows that they will 
remain so, the Review stated. 





Start Mass. Mutual Conferences 


_ The important contribution that life 
insurance is making to the successful 
prosecution of the war program will be 
the central theme of the business con- 
ferences for Massachusetts Mutual Life 
agents which started in Syracuse, N. Y., 
March 31. An analysis of today’s mar- 
ket will be discussed in the light of the 
current responsibilities of agents and 
companies. The exchange of ideas af- 
forded by the meetings will assist the 
company in keeping up to the minute 
— objectives and problems of the 
eld. 

The schedule of meetings has been 
arranged to avoid extensive traveling, 
in consideration of the abnormal de- 
mands on passenger travel facilities due 
to the war. 


Pneumonia Losses 
Are Reduced Due 
to “Sulfa” Drugs 


More than 20,000,000 man-hours of 
work are being saved annually by the 
use of the new “sulfa” drugs in the 
treatment of pneumonia among workers, 
it is revealed by a study released by the 
medical department of Equitable Society 
of the economic significance of pneu- 
monia as determined by the incidence 
and duration of the illness in large in- 
dustrial groups throughout the United 
States. 

Duration Much Shorter 


The Equitable study compared the 
pneumonia records for the years 1935-37, 
the three years prior to the use of sul- 
fonamide drugs on pneumonia, with 
those for 1939-41, in which the drugs 
were extensively used. It was found 
that, while the prevalence of the disease 
was not decreased, the duration of ill- 
ness had been materially shortened. 

The average time lost from work in 
1935 was 45 days. In 1941, the average 
time lost was 33 days, a net gain of 12 
working days per case of pneumonia. 

Of the approximately 50,000,000 per- 
sons gainfully employed in the United 
States today, pneumonia cases average 
nearly 200,000 annually. Thus, the aver- 
age number of days saved yearly is es- 
timated at nearly 2,500,000 or 20,000,000 
man-hours of working days on the basis 
of an eight-hour day. 





Tex. Bars Newspaper Deals 


Attorney-general Mann of Texas has 
ruled that insurance contracts along 
with newspaper subscriptions are void, 
as a Texas law prohibits any corporation 
from being an insurance agent. The 
opinion held that the contracts attempt- 
ed to make the newspapers agents of the 
insurance companies. 








Ralph R. Lounsbury, President 
W. J. Sieger, V. P. & Supt. of Agencies 














There is a Bankers National 
policy to fit every need which, 
coupled with a friendly, efficient 
agency department, assures suc- 
If you can measure up te 
the high standards of this com- 
pany, we will be glad to discuss 
the possibilities of an agency 
connection for your territory. 
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N. A. L. U. Mid-Year Rally in Memphis 


(CONTINUED FROM PAGE 1) 





and committee went into session late 
Friday afternoon while recess was taken 
in the national council meeting in an 
endeavor to arrive at a final agreement. 
However, that turned out to be impos- 
sible. Walter Barton, Union Central, 
New York, treasurer of the association 
and vice- -chairman of the special com- 
mittee, made the announcement to the 
national council. He spoke very highly 
of the three headquarters men. He 
stated that the trustees had recom- 
mended the continued employment of 
Lawrence Baker of the law firm of 
Baker, Selby & Ravenal of Washington, 
D. C., in connection with tax and legis- 
lative matters in Washington. He said 
that the committee had given considera- 
tion to the idea of employing an addi- 
tional headquarters man to engage in 
special outside work. There is need, he 
said, of closer contact with local as- 
sociations and also there is needed 
someone to handle the liaison work 
with Washington. However, he stated 
that the trustees and the committee 
found it impossible to arrive at a defi- 
nite decision at that particular time. He 
said that there are 18 applicants for the 
positions and all of them have received 
endorsements of one kind and another 
from local organizations. 

The first feature of the three day 
convention was the meeting on Thurs- 
day for managers and general agents 
with the program provided by the Sales 
Research Bureau. There was an at- 
tendance of better than 150 and excel- 
lent material was offered by Manager 
John Marshall Holcombe, Jr., Assist- 
ant Manager B. N. Woodson and L. W. 
S. Chapman. On Friday the main event 
was the all day session of the national 
council with President Witherspoon 
and Harry T. Wright, Equitable So- 
ciety, Chicago, former president, alter- 
nating as presiding officer. There were 
two breakfast sessions that day, one 
for the state presidents and the other a 
C. L. U. gathering. The state presi- 
dents agreed to recommend that there 
be created a new office in the state or- 
ganization, that of committeeman, com- 
parable to the same office in a local as- 
sociation. This office would presumably 
be held for a period of several years by 
the same man and thus there would be 
provided continuity of leadership. That 
evening there was held the cocktail 
party, dinner and floor show through 
the courtesy of the local hosts. On Sat- 
urday came the sales congress which 
drew a large attendance not only from 
Memphis but from other places in Ten- 
nessee and from points in Mississippi, 
Arkansas and Alabama. 


Message From McCormack 


The first speaker was Commissioner 
McCormack of Tennessee who gave a 
fervent patriotic message and also made 
some pertinent life insurance observa- 
tions. He recommended that the com- 
panies give consideration to the use of 
a sliding scale of interest rates in con- 
nection with policy loans. He said he 
recognized that there would be a good 
many problems to be solved in this con- 
nection but he said that the companies 
are faced with a practical problem due 
to the fact that banks and other lending 
agencies are making loans on a large 
scale and that the larger the loan the 
smaller the rate of interest. 

A welcome was given by Walter 
Chandler, mayor of Memphis, who spoke 
very highly of the community service 
rendered by life insurance men in Mem- 
phis. He said that he could always 
count on an active response from the 
life insurance fraternity to a call to civic 
service. 


Maintenance of Morale 


He said the life insurance salesmen 
have a great opportunity to maintain 
the morale of the public in these days. 
They should hold Americans to the be- 
lief that the fundamental principles of 
American life are not going to be jet- 
tisoned. Those who are guiding the 


people into a safe and sane and comfort- 
able and secure future are the ones to 
take the leadership in building up high 
morale, he declared. The strength, 
power and permanence of the nation is 
well represented by the work that the 
life insurance man does, he asserted. 

Herbert_A. Hedges, general agent in 
Kansas City for Equitable Life of 
Iowa, held the audience closely with a 
talk on “Sales Slants,’ and President 
Witherspoon captured his home state 
crowd and was given a thundering ova- 
tion following his address. Holgar J. 
Johnson, president of the Institute of 
Life Insurance, addressed the luncheon 
session and the afternoon speakers were 
Grant Taggart, California - Western 
States Life, Cowley, Wyo., national 
vice-president; I. S. Kibrick, agency as- 
sistant of New York Life in Brockton, 
Mass., and Paul Speicher of the Re- 
search & Review. 


POLITICAL BUZZ 


There was considerable political ac- 
tivity in evidence with several cam- 
paigns for office already under way. In 
addition to those candidates, previously 
announced, it was made known at 
Memphis that Clifford Orr, general 
agent of National Life in Philadelphia, 
is in the race for national trustee and 
that Earle H. Schaeffer, Fidelity Mu- 
tual, Harrisburg, whose term as trus- 
tee will expire this year, will not be a 
candidate to succeed himself. 


Other Candidates Recalled 


The other candidates actively in the 
field are Glen McTaggart, Prudential, 
Denver; Sidney Wertimer, Prudential, 
Buffalo, and B. J. Stumm, Northwest- 
ern Mutual Life, Aurora, Ill. Not pre- 
viously announced was the fact that 
W. M. Houze, general agent in Chicago 
for John Hancock Mutual, is Mr. 
Stumm’s campaign manager. 

Two local associations—Los Angeles 
and New York— submitted invitations 
for the 1943 National association con- 
vention. Associations wishing to spon- 
sor the convention the following year 
are required to submit their final bids 
at the mid-year meeting, hence if there 
is a 1943 convention it will be either in 
Los Angeles or New York. 

Probably the biggest thriil of the 
meeting was the presentation that was 
given by C. J. Zimmerman, Connecticut 
Mutual Life, Chicago, as chairman of 
the committee on federal legislation. In 
masterful style that gripped his audience 
he analyzed the various current federal 
tax proposals affecting life insurance in 
one way or another. He revealed a re- 
markable command of intricate subject 
matter. His message was forceful, com- 
plete and simple. It was quite lengthy 
but the group followed closely every 
word and when Mr. Zimmerman fin- 
ished the entire crowd rose to its feet 
spontaneously and gave Mr. Zimmer- 
man a real ovation. 

The presentation paralleled the report 
that Mr. Zimmerman gave at the man- 
agerial conference of the New York 
State Life Underwriters Association at 
Saratoga Springs which was covered in 
the March 27 NATIONAL UNDERWRITER. 


Career of Max Hoffman 


Max Hoffman was born in Burbank, 
O. He entered the business field with 
the Stirling Boiler Company of Barber- 
ton, O., following which he was for 
several years cost accountant for the 
Babcock & Wilcox Company of Bay- 
onne, N. J. Later he returned to Ohio 
as vice-president of the Kenmore Sup- 
ply Company of Akron. He _ subse- 
quently moved to Cleveland to take a 
position with the Cleveland-Cliffs Iron 
Company where for eight years he was 
assistant treasurer. He became identi- 
fied with the life insurance business in 
1927, when he was appointed managing 
director of the Cleveland Life Under- 

















“Suhi.” Doosnt. Worry. 


She’s too young to think about the future. 


But even if she were older, she would be 
“i as undisturbed as she is now. 


r “Suki” (that’s daddy’s pet name for 
sd Susan) and her mother are so well 
protected by his life insurance that their 
lives, so far as material things are con- 
cerned, would not be affected by the loss of 
their bread-winner. 


A persistent life insurance agent submitted 
a program of life insurance to “Suki’s” 
daddy that he simply “could not afford to 
ignore.” 


He said so himself! 








Ged) rudential 
Susurauce ¥ Company of America 


Home Office, NEWARK, N. J. 

















writers, Inc. 
of the N. A. L. U. was reorganized in 
1929, he was called to New York to take 
the post of assistant managing director 
and editor of “Life Association News.” 
For the past seven years he has been in 
complete charge of the organization and 
promotion of the N. A. Ls 68 annual 
conventions. In 1939 he was appointed 
executive secretary. 

Wilfrid Jones was born in London 
and educated at the University of Lon- 
don and La Sorbonne. He was a mem- 
ber of the Royal Air Force during the 
former war and in 1918 received an ap- 
pointment to the staff of the British 
delegation to the Versailles peace con- 
ference. Later he was attached to the 
British delegation to the Ambassadors 
Conference in Paris, and subsequently 
joined the staff of the British embassy 
in Paris. He came to the United States 
in 1926 and was associated with the in- 
dustrial research department of the Na- 
tional Industrial Conference Board. In 
1929 he went to the N. A. L. U. as as- 
sociate editor and advertising manager 
of “Life Asociation News.’ He became 
editor and manager and director of re- 
search in 1939. —_— 

Donald Barnes was born in Syracuse, 
N. Y. He was graduated from Bow- 
doin College in 1935. He became a fea- 
ture writer for the Macy-Westchester 
newspapers, and joined the N. A. \ Dae Oe 
as editorial assistant in 1935. He was 
later appointed assistant editor, was 
named associate editor in 1942. 

The presiding honors at the sales con- 


gress were shared by W. T. 3uckner, 
New York Life, Memphis, as president 
of the Tennessee Life Underwriters 





Buckner 


Ww. T. 


W. F. Hughes 


Association and by William F. Hughes, 
Massachusetts Mutual Life, president of 
the Memphis Life Underwriters Asso- 
ciation. They are shown here in their 
true likenesses. In the March 13 edition, 
due to a transposition of captions, Mr. 
Buckner and Mr. Hughes were in- 
correctly identified. 


Bond Sale Luncheon 


On Friday noon there was held a 
luncheon in the interest of war bond 
sales with W. H. Andrews, Jr., Jeffer- 
son Standard, Greensboro, chairman of 
the committee, presiding. The speakers 
were Major Victor Grant of Colorado 
who is quite an orator and who is a 
member of the state committee for de- 
fense savings in Colorado and chairman 
of the speakers division there, and R. W. 
Fowler from the Treasury department. 


CONVENTION STILL ON 


President John <A. Witherspoon 
opened the national council gathering. 
He was given an ovation as he rose to 
officiate. 

Mr. Witherspoon gave his presiden- 
tial message, during which he made the 
positive declaration that the annual con- 
vention will be held in August in Min- 
neapolis, as scheduled, unless Washing- 
ton requested that it not be held. With 
s0 many company conventions being 
called off, it is especially important for 
the N. A. L. U. meeting to be held, he 
asserted. He pointed out that those at- 
tending the N. A. L. U. convention go 
at their own expense whereas company 
funds are used to pay for company con- 
ventions. 

Grant 
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When the executive staff States Life, Cowley, Wyo., spoke a brief 


message as vice-president. 

Treasurer Walter E. Barton delivered 
his report. 

Secretary Herbert Hedges gave the 
report of the membership committee of 
which he is chairman. As of March 24, 
paid membership stood at 17,122, as 
compared with 16,469 last year at that 
date. Seven new associations have been 
organized this year and there are 376 
such units in existence. 

Mr. Hedges recited the membership 
sales talk that he has been giving at 
the regional meetings for association 
officers. He sets forth seven what he 
calls N. A. L. U. victories. The first, 
he said, is the introduction of pension 
plans by numerous companies, estab- 
lishment of the Institute of Life Insur- 
ance; offering of a 2 percent service fee 
after the ninth year by several com- 
panies; organization of the American 
College; agency practices agreement; 
sale of defense bonds; successful fight 
against the twister and the unprincipled 
critic of life insurance. 


Results of Questionnaire 


Results of a questionnaire to develop 
sentiment on the idea of setting up 
qualifications for membership in the 
associations were reported by Mr. 
Hedges. The replies were pretty evenly 
divided and seem to be inconclusive. 
The first question was whether the as- 
sociation would gain in prestige through 
a membership qualification rule. Forty- 
seven associations representing 7,274 
members replied affirmatively; 18 asso- 
ciations with 6,978 members said “No,” 
and 10 units with 1,779 members gave 
contradictory or indecisive opinion. 

Those favoring such a rule were 
asked whether one of the rules should 
pertain to production. Twenty-three 
units said “Yes,” 14 “No,” 10 no opin- 
ion. On whether there should be a 
limitation relating to length of service 
23 replied “Yes,” 15 “No,” 17 no opinion. 

The questionnaire asked what the 
effect of such a rule would be in mem- 
bership; 17 felt it would cause an in- 
crease; 23 a decrease; 6 no effect; 25 
no opinion, 


Large Associations’ Stand 


Most of the larger associations, with 
New York City as a conspicuous excep- 
tion, voiced opposition to a qualification 
rule, but Mr. Hedges remarked that 
most of the large cities in one way or 
another do exercise membership control. 

The committee, Mr. Hedges said, as a 
first step will prepare a recommended 
torm for applicants for membership to 
complete. It will be modeled after the 
form that is used in San Francisco, 
which asks whether the applicant devotes 
his entire time to life insurance; if not, 
to explain; number of years with com- 
pany, agency, previous employment 
record. The form also includes a pledge 
not to rebate and to refrain from circu- 
lating derogatory literature about com- 
panies. 


Regional Conferences 


Mr. Hedges spoke most enthusias- 
tically of the effect of the regional con- 


ferences that have been held at 11 
points for local association officers. 
The N. A. L. U. was represented at 


these gatherings by nine trustees, four 
officers, M. L. Hoffman, executive sec- 
retary, and F. G. Bray, New England 
Mutual, Houston. The final such con- 
ference will be held in Harrisburg, Pa. 
The 11 meetings were attended by 399 
officers of local associations represent- 
ing 178 units from 38 states, represent- 
ing 20,000 members. There was appro- 
priated $5,000 for these conferences. 

Mr. Witherspoon said he is firmly 
committed to the idea of qualification 
for membership. 

The committee to supervise the elec- 
tion of the nominating committee was 
appointed by Mr. Witherspoon. Jack 
Hilmes, Equitable Life of Iowa, Des 


Moines, was chairman; A. E. Mc- 
Keough, Occidental Life, Chicago; 


Ralph E. Talley, Penn Mutual, Knox- 
ville; Manuel Camps, Jr., John Han- 
cock, New York; Warner Wilson, 
Guardian Life, Cincinnati, and Steacy 
Webster, Provident Mutual, Pittsburgh. 


Hoyer on State Associations 


Ralph Hoyer, John Hancock, Colum- 
bus, gave a report on state associations. 
He remarked that because of the ac- 
tivity in connection with war bond 
sales, interest was aroused in forming 
local associations in a number of places. 

Harry T. Wright, Equitable Society, 
Chicago, spoke on the agent’s compen- 
sation topic. Jack Hilmes asked whether 
it is possible that the 2 percent service 
fee could be applied retroactively to 
veteran agents at this time. Mr. Wright 
expressed the opinion such a course is 
impossible. Wm. Monroe, Union Cen- 
tral, New Orleans, expressed the opin- 
ion that the companies should pay the 
2 percent, commencing now, as a con- 
servation measure. He observed that 


the companies do spend money for 
conservation; why not, he asked, pay 
the agent for such work? 


Agency Practices Report 


Clancy Connell, Provident Mutual, 
speaking for the agency practices com- 
mittee, said there continues to be inter- 
est in developing local agreements to 
which managers and general agents 
bind themselves regardless of whether 
their companies are signatories to the 
national pact. Great strides, he said, 
have been made in eliminating the unfit 
and part timer, but proselyting has be- 
come increasingly troublesome, he de- 
clared. 

Mr. Connell brought up the question 
of the status of agents who enter the 
armed services or other government 
work or go into a defense industry. He 
said in the last war numerous agents 
suffered penalties in the way of loss of 
renewals, etc., because of their war 
service and there have been reports of 
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similar losses at this time. Each man 
should be given individual considera- 
tion, he declared. It is a complicated 
problem and it would be greatly aggra- 
vated if there should be a general draft 
of older men into defense industries. 
The companies, he asserted, should 
treat the question realistically and yet 
sympathetically; it should be under- 
stood that it is a matter with which the 
companies can deal. The agents should 
be tolerant toward the companies in 
their handling of the problem. 





NATIONAL BANKS 


Judd Benson, Union Central, Cin- 
cinnati, advocated that the N. A. L. U. 
take a firm position against part time 
insurance selling on the part of those 
who take well paid defense or govern- 
ment jobs. In Cincinnati, he asserted, 
through the cooperation of committees 
of the life underwriters association, the 
licenses were canceled of 15 men who 
had gone into government work, such 
as with the ordnance department, and 
into defense jobs. Unless the situation 
is closely watched, years of progress in 
eliminating part timers may be lost over 
night. Men who take full time, ade- 
quately salaried defense or government 
jobs, he said, can go back to life in- 
surance after the war, but in the mean- 
time they should keep out of life insur- 
ance. 

Mr. Connell also touched on the issue 
surrounding the licensing as an agent 
of the Franklin Square National Bank 
in New York. Superintendent Pink of 
New York became much interested and 
sponsored an amendment to the licens- 
ing law to prohibit the certification of 
national banks to sell life insurance. 
Mr. Connell said he had just received 
a wire reporting that this bill had been 
reported out of committee. 





State Law and Legislation 


Philip B. Hobbs, Equitable Society, 
Chicago, reported as chairman of the 
committee on state law and legislation. 
He gave some practical advice on how to 
have satisfactory relations with the state 
legislature. 

During the noon hour there was an 
enthusiastic luncheon on defense bond 
sales and there were several company 
luncheons including John Hancock Mu- 
tual, Union Central, Mutual Life, Penn 
Mutual. 


Election of Nominators 


At the afternoon session balloting 
took place to select the nominating 
committee. President Witherspoon sub- 
mitted these 15 names, with five to be 


elected: 
E. P. Balkema, Northwestern Na- 
tional, Detroit; Hugh S. Bell, Equi- 


table of Iowa, Seattle; Judd C. Benson, 
Union Central, Cincinnati; Francis 
Bray, New England Mutual, Houston; 
Charles E. Brown, Mutual Life, Grand 
Rapids; Charles E. Cleeton, Occidental 
Life, Los Angeles; J. E. Conklin, Equi- 
table Society, Hutchinson; Edward R. 
Gettings, Northwestern Mutual, Al- 
bany; Lloyd D. Harrison, Phoenix Mu- 
tual, Newark; William Hughes, Massa- 
chusetts Mutual, Memphis; J. S. Knight, 
Provident Life & Accident, Jackson, 
Miss.; John Moynahan, Metropolitan 
Life, Chicago; Eber Spence, Provident 
Mutual, Indianapolis; Frank Vesser, 
Reliance Life, St. Louis; Frank Wig- 
ginton, Bankers Life of Jowa, Pitts- 
burgh. 
>. J. Zimmerman, Connecticut Mu- 
tual, Chicago, gave a masterful analysis 
and presented recommendations in con- 
nection with the various life insurance 
tax proposals that have been made by 
the Treasury Department. Mr. Zim- 
merman is chairman of the committee 
on federal law and legislation. He made 
a very able, eloquent presentation of a 
multiplicity of involved points and when 
he concluded the crowd got to its feet 
spontaneously and gave a_ prolonged 
ovation. 
W. H. 


Andrews, Jr., reported as 


chairman of the national defense sav- 
ings committee. He said 350 local asso- 
ciations are taking part in the work with 
15,000 individual agents. They have ap- 
proached 37,000 firms and_ enrolled 
20,000. The 37,000 firms have 10,000,000 
employes and the 20,000 that have 
signed up have 6,400,000 employes. 
Bonds sold and pledged to be bought 
now total $321,718,000. The objective 
now is to get $1,000,000,000 by the time 
of the Minneapolis convention. 

Clifford Orr, National Life, told how 
the work is being done in Philadelphia; 
Eber Spence, Provident Mutual, told 
about the activities in Indiana; George 
Huth recited some of the experiences 
in Chicago. He pointed out the great 
opportunity that exists for creating 
prestige for the business with the people 
and with the government. 

Then Roy Ray Roberts, State Mu- 
tual, Los Angeles, gave a talk on edu- 


cation. Earle H. Schaeffer, Fidelity 
Mutual, Harrisburg, Pa., gave a report 
on life insurance information. He ex- 


hibited some interesting advertisements 
to appear in Hartford newspapers spon- 
sored by the local life underwriters as- 
sociation. These “ads” are of a timely 
nature and they can be used by associa- 
tions in other cities. One purpose is to 
try to stir life insurance desire among 
defense workers. 

There was taken a long recess while 
the trustees again went into a huddle 
on the headquarters setup. 

W. Rankin Furey, Berkshire Life, 
Pittsburgh, gave a report on local as- 
sociation administration. He favors 
continuation of the regional meetings 
for association officers. 


MINNEAPOLIS PLANS 


James E. Rutherford, Penn Mutual, 
Seattle, reported on the Minneapolis 
convention program. Some changes in 
pattern have been decided upon. On 
Monday will be held the meeting of the 
Million Dollar Round Table and of the 
state presidents. Then on Tuesday is 
scheduled the national council session, 
instead of on Monday as in the past. 
Usually Tuesday has been given over to 
the Million Dollar Round Table, Gen- 
eral Agents & Managers gathering, and 
women underwriters sessions. 

Regular convention sessions are set 
for Wednesday, Thursday and Friday 
mornings. On Wednesday afternoon 
will be held the general agents and the 
women underwriters meetings. The 
“Life Underwriters in National Serv- 
ice,’ has been selected tentatively as the 
theme. 

Homer L. Rogers, Equitable Society, 
Indianapolis, submitted the resolutions. 
There was a memorial to the late Roger 
B. Hull, who was general counsel of 
the N.A.L.U. 

Another memorial read: 








Agents in Armed Forces 


“Whereas, we are now at war, and 
many of our field force are and will be 
entering the military service of our 
country, therefore be it 

“Resolved that no penalties be im- 
posed upon said representatives due to 
their participation in the war effort, and 
be it further resolved that so far as 
possible all their rights, benefits and 
privileges continue to be maintained.” 

One of the resolutions adopted set 
forth: 

“Whereas, because of the great social 
benefits of life insurance in bolstering 
the morale of the men in the armed 
services through the knowledge that 
should they make the supreme sacri- 
fice, their dependents will be adequately 
protected and because life insurance re- 
lieves society of the burden of support- 
ing dependents, it is highly essential 
that: 

“4. Each man in the armed services 
be given every opportunity to keep in 
force the life insurance he already owns 
at the time when he enters the armed 
services, accomplishing this objective 
whenever necessary by availing himself 
of the benefits justly offered to him 
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under the Soldiers and Sailors Civil 
Relief Act and 

“9 Each man be made to under- 
stand the desirability of and given every 
opportunity to purchase the maximum 
amount of life insurance made available 
to him by the United States govern- 
ment under the National Service Life 
Insurance Act; 

“Therefore, be it resolved that the 
National Association of Life Under- 
writers pledges the government of the 
United States its utmost cooperation; 
that we extend our help in every way 
possible that the men called into the 
armed services may be fully informed, 
and have every opportunity to avail 
themselves of the benefits wisely of- 
fered them under the Soldiers and Sail- 
ors Civil Relief Act and the National 
Service Life Insurance Act.” 


Surplus Is Higher 


Walter E. Barton, Union Central, 
New York, reporting as treasurer, said 
surplus is about $6,400 higher than at 
this date last year. There was $3,000 
additional expenditure for the commit- 
tee on law and legislation and an addi- 
tional appropriation may be necessary 
for this work. 

Ralph E. Talley, Penn Mutual, Knox- 
ville, as chairman of the committee on 
conservation, endorsed the proposal that 
the name of the group be clianged to 
committee on persistent business. It is 
persistency rather than reinstatement 
that is the objective, he said. 

Sidney Wertimer, Prudential, Buffalo, 
advocated that the effort be made in the 
various cities to bring about the creation of 


life insurance committees within the 
chambers of commerce. It is up to the 
life insurance people, he declared, to 


show the local chamber that life insur- 
ance is a major factor in the life of the 
city. In broaching the proposal, he said, 
the life insurance people should present 
a program of suggested activities for a 
life insurance committee. It will be well 
to show the local chamber the number 
of persons in the city engaged in life 
insurance, amounts paid for rent, taxes, 
supplies, etc., volume of business in 
force, payments to policyholders and 
beneficiaries, value of real estate owned 
by insurance companies, and life insur- 
ance investments in the country. 


Suggested Activities 


A life insurance committee, he de- 
clared, might report statistics regarding 
the business locally, participate in civic 
projects, cooperate in war efforts, coop- 
érate in legislative work, and seek to 
prevent twisting and objectionable life 


insurance advertising and radio pro- 
grams. 
Mr. Wertimer is chairman of the com- 


mittee 


on cooperation with the U. S. 
Chamber of Commerce. 

Roy Ray Roberts, State Mutual, Los 

Angeles, reporting as chairman of the 


committee on education, voiced the hope 
that the intermediate training course 
which is being developed by a commit- 
tee of the Life Agency Officers Associa- 
tion will soon be out of the discussion 
stage and ready for actual introduction. 
Mr. Roberts reported that a teaching 
unit on consumer education in life insur- 
ance has been completed in California 
and is on the presses. 


Miss Virginia Reinecke, daughter of 
A. A. Reinecke, agent for the Hobart 
& Oates general agency of Northwest- 
ern Mutual Life in Chicago, is assistant 


counselor of women and director of 
union activities at the University of 
Oklahoma, Norman. Miss’ Reinecke 


has been presenting a series of career 
conferences for women, with successful 
women from over the country appear- 
ing as speakers. Mr. Reinecke arranged 
for the appearance on the conference 
program of Miss Beatrice Jones, Equi- 
table Society, president of the New 
York City Life Underwriters Associa- 
tion, who was born at Enid, Okla. Miss 
Jones spent several days at the uni- 
versity and made quite a hit. 


"anes Estate Planning by Women 





NEW YORK—Today everyone is 
thinking in terms of safety and wonder- 
ing about security which has hitherto 
been taken as a matter of course, Miss 
3ertha M. Loheed, Fidelity Mutual Life, 
president League of Life Insurance 
Women, New York City, stated in an 
address sponsored by the special com- 
mittee of finance and investment of the 
New York City Federation of Women’s 
Clubs, in a forum on money manage- 
ment for home makers. People every- 
where are looking over possessions with 
appraising eyes, revaluing them and 
wondering how much more they can be 
made to do for themselves or for others, 
she said. 

About 80 percent of life insurance 
money is paid to women, she said, and 
the majority of men leave only life in- 
surance property, thus life insurance is 
of paramount importance to women. The 
modern service of life insurance empha- 
sizes more and more the planning of 
life insurance as a foundation of invest- 
ment for the average family and through 
it the continuance of income as a means 
of attaining security. Security has to 
be planned for, and needs the assistance 
of women. 


Should Assist Their Husbands 


Wives can help their husbands first of 
all by their interest and cooperation even 
if they don’t actually work at the life 
insurance plan. Building financial secur- 
ity through life insurance, the family has 
a right to the services of an able, well 
equipped agent. Don’t expect to com- 
plete all of the plans at once, but put 
first things first and buy as you do other 
things for your home. 

Old life insurance policies should be 
reviewed by the trained agent because 
there may be valued rights for the as- 
sured which were not specified in the 
contract but which may be pegged as of 
the present time. Miss Loheed empha- 
sized that it is never necessary to pay 
anyone to help collect life insurance 
money. 


Recommends Named Beneficiary 


On the first page of the policy is 
placed what is to be paid and to whom. 
“T hope it’s not to the ‘estate’,” Miss Lo- 
heed said. “There are occasions where 





Gentiles Appoints 
3 New Managers 


Guardian Life has appointed new 
managers in Pittsburgh, Cincinnati and 
Washington, D. C. William L. McLain, 
a member of the Guardian field force for 
13 years, is the new head of the Pitts- 
burgh agency. Thomas S. Muir, Guar- 
dian’s Warren, O., divisional representa- 
tive for nine years, becomes manager in 
Cincinnati and Charles W. O’Donnell, 
with over 14 years production and man- 
agement experience, in Washington. 

Mr. McLain, who succeeds the late 
Harry C. Snyder, started with Guardian 
in Detroit as a personal producer in 
1928. After preliminary management 
training in Indianapolis, he went to 
Pittsburgh as supervisor in 1936. 

He was introduced to his fellow Pitts- 
burgh managers by F. F. Weidenborner, 
agency vice-president, at a luncheon. 

Mr. Muir, who joined Guardian in 
1933 after graduation from the Univer- 
sity of Michigan, returns to his birth- 
place in Cincinnati after an absence of 
nine years. He has been active in asso- 
ciation and civic affairs. He was intro- 
duced to the life insurance community 
at a luncheon in Cincinnati by George me 





Mendes, assistant superintendent of 
agencies 
Mr. O'Donnell is a lifetime resident of 


Washington and has held several official 
positions in the Life Underwriters As- 
sociation there. His appointment was 
announced by Agency Secretary John 
C. Slattery at a luncheon. 


it is wise, but generally it means un- 
necessary delay and expense.” She 
added that if just one person is named 
without contingent beneficiaries, it may 
cause delay and expense and possibly 
send the money in the wrong direction. 

A dramatic story of life insurance is in 
the four emergency possibilities of the 
policy: cash; principal at a guaranteed 
interest rate subject to withdrawal; pay- 
ment of certain amounts for a definite 
period of time, making use of compound 
interest until principal is exhausted, or 
combining payments of interest and prin- 
cipal for a specified period of years or 
for life—the annuity. Through the ex- 
ercise of these choices in effect a life in- 
surance will is made, but one which 
doesn’t have to be probated, can’t be 
contested, and which, without going 
through the estate comes directly from 
the life company to the beneficiaries. It 
is of the utmost importance that every 
woman should know of these choices be- 
cause if provision for them has not been 
made by the husband, they will be open 
to her, Miss Loheed concluded. 


Subscribe to Accident & Health Review, 
$2. 175 W. Jackson Blvd., Chicago. 


Our New 





Mrs. Gehrig’s Success as 
Agent Is Inspiring Story 
for Insurance People 


One of the outstanding agents of 
Travelers in Iowa is Mrs. Cecilia M. 
Gehrig of Dubuque, whose success in 
the insurance business constitutes an in- 
spiring story. Mrs. Gehrig has built up 
a large accident account and is one of 
the company’s outstanding multiple line 
producers. She has accounted for a 
large volume of life insurance, and has 
150 weeks of consecutive weekly pro- 
duction to her credit. 

Six months after she left her job as a 
bookkeeper in a bank to be married, her 
husband was seriously injured in an au- 
tomobile accident and became incapaci- 
tated. Mrs. Gehrig became the bread- 
winner for the family. After the second 
child was born, Mr. Gehrig died. 

She achieved some success in selling 
bonds and then entered life insurance. 
She joined Travelers in 1936. She has 
successfully reared and educated two 
children while carrying on her business 


career. In selling insurance she has not 
needed to say, “Ask a widow what she 
thinks of life insurance,” but simply 


says, “Let me tell you what a struggle 
it means to be without it.” 


ARROW of GOLD POLICY 


Provides— 


I—Low cost protection at less than 
term rates. 


2—Selection 


of any renewal period 


(not less than five). 


3—Renewal privileges any number of 
times until age 60. 


4—Final renewal to age 70 (selection 
period ends at age 60). 


5—Conversion privileges any time un- 


til age 70. 


A liberal, flexible, low cost contract. Extraordinary 
first year commissions and renewals. 
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Statistical Men Prepare 
for Annual Meeting 


In view of the widespread problem of 
decreased man power, there is great in- 
terest in the program of the annual con- 
ference of the Insurance Accounting and 
Statistical Association, which will be 
held at the Hotel Jefferson, St. Louis, 
April 23-24. One of the objectives of 
these conferences is always the improve- 
ment in the efficiency of statistical oper- 
ations. 

Advance registration and equipment 
exhibition will be held April 22. The 
general session will open the morning of 
April 23 with outstanding speakers dis- 
cussing practical subjects. That after- 
noon the group will break up into life, 
fire and casualty sections. The annual 
reception and banquet of the conference 
will be held that evening. 

On April 24 the group will view ex- 
hibits, hold sectional luncheons, and con- 
clude the conference with an afternoon 
of sectional meetings. 





Florida Taxes Set Record 


TALLAHASSEE, FLA. — Premium 
taxes from insurance companies operat- 
ing in Florida will reach an all-time high 
in the current year which ends June 30. 
The 2 percent tax so far totals $1,135,- 
779, compared to $1,042,963 for the whole 
of the previous fiscal year. This year’s 
total includes $495,804 from fire and cas- 
ualty companies and $639,974 from life 
companies, as against $460,382 and 
$582,580 last year. 





New “Victory Club” Launched 


Appropriate to the nation’s objective 
in the war, “Massachusetts Mutual Vic- 
tory Club” has been selected as the 
name of a new production honor roll 
announced by President B. J. Perry 
for full-time representatives and general 
agents. 

Membership requirements include 

first-year commissions on life insurance 
and annuities in Massachusetts Mutual 
of at least $3,000 and sales must cover 
at least 24 lives in the club year begin- 
ning April 1. 
. When the war has been won, qualify- 
ing members of the new club will at- 
tend a Victory Convention as guests of 
the company. 





New Register Life Lien Reduction 


Occidental Life of California an- 
nounces a 25 percent reduction in liens 
against policies of the former Register 
Life of Iowa. This is the seventh and 
largest such reduction since Register 
Life was taken over for management by 
the former Guaranty Life of Daven- 
port, in 1934, and the fifth made under 
the management of Occidental, which 
absorbed Guaranty Life in 1937. A 20 
ra reduction was announced in 
941, 





Change Made in Ranking 


In the table ranking 308 companies by 
business in force published in last week’s 
issue, the Union Central was shown as 
having $1,343,919,897 of insurance in 
force. This should have been $1,137,- 
919,897. The larger figure included an- 
nuities which are not intended to be 
shown in this listing. This changes the 
company’s correct relative standing to 
17th and that of the Connecticut Gen- 
eral and Lincoln National to 15th and 
16th respectively. 





Niemann Agency Feted 

DES MOINES, IA.—W. K. Niemann 
home office agency was honored by the 
Bankers Life of Des Moines at a lunch- 
eon celebrating its sixth consecutive 
year of country-wide leadership. Among 
company officials attending were Ger- 
ard Nollen, president; W. W. Jaeger, 
vice-president, and W. F. Winterble, di- 
rector of agencies. The agency wrote 
over $3,500,000 in new business last 


year. 


Louisville Head 








TOM E. LIPSCOMB 


Tom E. Lipscomb, who has been as- 
sociate general agent at Louisville for 
Penn Mutual Life since 1930, now be- 
comes the general agent there following 
the death of A. W. Finley. 


A.L. C. Medical Men 
Plan Meeting 


Plans are taking shape for the annual 
meeting of the Medical Section of the 
American Life Convention, to be held 
at the Broadmoor, Colorado Springs, 
June 4-6. Dr. W. F. Blackford, medical 
director Commonwealth Life, is chair- 
man and will preside. 

Dr. J. R. B. Hutchinson, medical 
director Acacia Mutual, is program 
chairman. 

A number of outstanding medical men 
from the United States and Canada will 
speak. Among subjects to be discussed 
will be war and post-war problems 
affecting life insurance policyholders and 
applicants. 

A number of members are planning 
to take their families and include the 
Medical Section meeting in their vaca- 
tion plans. 

Officers of the section include: Vice- 
chairman, Dr. T. H. Dickson, medical 
director Minnesota Mutual; secretary, 
Dr. B. F. Byrd, medical director Na- 
tional Life & Accident; member of the 
board, Dr. J. M. Livingston, medical 
director Mutual Life of Canada. 











Effect of Air Clause on 
Loans Is Not Clear 


In the March 13 edition the Veterans 
Administration was quoted as denying 
that it is declining to make advances 
to pay premiums under the soldiers and 
sailors civil relief act to those whose 
policies contain an aviation exclusion 
clause. Since that time THe NATIONAL 
UNDERWRITER has received word from 
several insurance companies stating that 
certain of their policyholders have been 
denied the benefit of the soldiers and 
sailors relief act because of the aviation 
restriction in their policies. 





Tax Revision Move in Neb. 


LINCOLN, NEB. — Petitions with 
apparently the required number of sig- 
natures have been filed for placing on 
the ballot an initiated law revising the 
state’s system of taxation. Among 
other things it is provided that all in- 
surance companies holding or owning 
property of any kind shall pay taxes 
thereon at the rate applicable to all tax- 
payers. Fraternals are added to the 
list of companies to pay the 2 percent 
premium tax. It is further provided 
that every Nebraska fraternal operating 
on a legal reserve basis shall pay 6 
mills on gross premiums in lieu of all 
other taxes. Other domestic insurers 
must pay the same rate. It is now 4 
mills. From the definition of what con- 
stitutes intangible property life, health 
and accident policies are excepted. 








GENERAL AMERICAN LIFE 
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Financial Statement 
December 31, 1941 











ASSETS 
Cash on Hand and in Banks... .$ 8,013,050.23 
Bonds— 
© U.S. Government........ 18,199,022.31 
Other Bonds............. 9,731 ,403.65 
pe een erent a tae er aie $ 35,943,476.19 
First Mortgage Loans on Real Estate....... 39,291 ,927.94 
Bee Cy ioe cid aie ciwess 950,000.00 
re ree 14,432,218.65 
Real Estate Sales Contracts. ............... 738,423.59 
RS ee Le ee ee ee 2,292,122.25 
Other Loans and Agsets.......... 2.256226. 785,461.76 
Interest and Rents on Investments Accrued 
re PAIN ok kis down cewedweaees 754,404.79 
Interest and Rents Due on Investments (None 
of which is past due more than 90 days)... 288,463.51 
Net Premiums in Course of Collection. ...... 1,999,789.30 
@ Balance of Initial Policy Liens............ 7,623,126.00 
a 25,496,680.77 
Ne 65k os ENE $130,596,094.75 
LIABILITIES 
a ee eT $120,730,090.79 
Premiums and Interest Paid in Advance..... 818,651.29 
TE ao as 50 45 oo be wasewes os 834,980.38 
Reserve for Other Liabilities. .............. 788,768.11 
Policyholders’ Dividends................... 1,372,926.62 
<a a obs ciao eee eda en $124,545,417.19 
Portion of Current Year’s Earnings Available 
for Future Dividend Declaration to Par- 
ticipating Policyholders................. 469,259.00 
re 3,376,487.72 
Under Purchase Agreement. .$2,703,445.60 
For Group Insurance....... 523,042.12 
oe onesies) 150,000.00 
Capital Stock and Guaranty Fund.......... 500,000.00 
Ns 65 i Ri aera piensa tee 1,704,930.84 
I og ns ohne oboe ke week ce cc $130,596,094.75 


@ Actual Market Value of Bonds is more than $2,180,000 in excess of the amounts shown above. 


@ Does not include liens totaling $806,050 which have been discharged by payments in cash or credits 
by policyholders, nor $165,986.79 liens on dividends on deposit, both of which items will share in 
future lien reductions. 


@Includes assets in ‘Old Company Account”’ established under Purchase Agreement dated September 
7, 1933, on file with the Superintendent of the Insurance Department of the State of Missouri, (copy 
of which agreement may be obtained from him or the company), against which the Superintendent 
reserved alien to protect certain liabilities therein described and fully included among the liabilities in 
this statement. Status of Old Company Account on file with the Superintendent and with the company. 


@Full net legal reserves on. policies issued by General American Life are secured by deposit of ap- 
proved securities with the Superintendent of the Insurance Department of the State of Missouri. The 
capital stock, guaranty fund, and surplus are additional protection for all policyholders. 


* * * 


MULTIPLE LINES: Participating *« Non-Participating « Salary Savings « Juvenile 
Sub-Standard e Annuities « Commercial Accident and Health and Hospitalization 
Group Life *« Wholesale Insurance « Group Accident and Sickness * Group Acci- 
dental Death and Dismemberment ¢ Employee and Dependents Group Hospitalization 
with Surgical Procedure Benefits 
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EDITORIAL 


COMMENT 





Better Relations with S. B. L. I. 


WITHDRAWAL of the proposal to permit 
New York savings banks to write 
double their present $3,000 per life limit 
if the applicant were a mortgage bor- 
rower seems to point to an era of hap- 
pier relations between savings bank life 
insurance leaders and life insurance 


men. One of the reasons for eliminat- 
ing the proposal from the bill now 
pending in the New York legislature 


was a realization of the ill-will it would 
stir up among life insurance men and 
the cat-and-dog fight that would in- 
evitably ensue before the bill’s fate had 
been decided. 

Savings bank insurance is definitely 
established in New York state. It 
hasn’t proved the large-scale competi- 


tor that some feared it would but 
neither has it shown any signs of 
withering up and blowing away. 
Whether savings bank life insurance in 


principle is right or wrong is an idle 
question in New York state. It is there 
to stay, regardless of anything the life 
insurance business might prefer. 

It is fortunate for life insurance as 
a whole—including savings bank insur- 
ance as well as regular life insurance— 
that as S.B.L.I. grows its leadership 
seems to take the progressive, construc- 
tive view rather than feeling that one 
of the principal missions should be to 
show up the alleged shortcomings of 
regular life insurance and in particular 
of the agency method of distribution. 
If savings bank insurance holds to its 
logical sphere it would seem possible 
that the sale of life insurance by agents 
might eventually be greater rather than 


less by reason of the banks’ insurance 
activity. 

It is a fact that some savings bank- 
ers active in the life insurance side of 
their banks’ work have used all their 
influence against the destructively com- 
petitive sales promotion which plays up 
the no-commissions-to-agents type of 
cost appeal. In spite of all this, how- 
ever, there are bound to be occasions 
when literature and advertising offen- 
sive to life insurance agent will be put 
out. These provocations will tempt 
many life insurance men to start swing- 
ing from the floor. This in turn may 
discourage the cooler heads among the 
savings bankers from trying to pursue 
a live-and-let-live course. 

Aside from the ethics of promoting 
sales by disparaging life insurance sold 
by companies, the banks are better off 
from a purely selfish point of view in 
abstaining from such tactics for they 
stand to sell more insurance by not 
antagonizing people. Agents are not 
the only persons compensated by com- 
missions and a slap at the payment of 
commissions is a slap at many poten- 
tial buyers. 

Years ago there was quite a lively 
business in putting out defamatory ma- 
terial about various life companies for 
the use of competitors. Little of that 
sort of thing now remains. Life in- 
surance sold by companies and life in- 
surance sold by savings banks are and 
will continue to be competitors. But 
all hands, including the public, will be 
much better served if the competition is 
kept as clean as possible. 


Hold American Table at Fault 


Ir 1s a saddening thought that an old 
and true friend of life insurance, the 
American Experience table, must be 
jettisoned largely on acount of the pub- 
lic’s feeling that it is paying too much 
for insurance because the table no 
longer represents current death rates. 
It appears to be virtually impossible 
to convince the public that the Ameri- 
can Experience table does not deter- 
mine the cost of life insurance and that 
the net cost of coverage to the policy- 
holders would be no less under a mod- 
ern table. 

If any proof of this were needed it 
can be found in the gullibility which 
many newspaper editors displayed in 
their laudatory references to the efforts 


which the “Society of American Pol- 
icyowners” claims to be making to 
save policyholders a great deal of 


money by forcing the introduction of 
modern mortality tables. The signifi- 
cant thing about this editorial reaction 
was not so much that the editors didn’t 
know enough about life insurance to 
realize the fallacious basis of the argu- 
ment but that they jumped at the 
chance to take a crack at the companies 
for using the American Experience 
Table. 

Instead of exercising a little editorial 
skepticism and bringing to light the 
fact that the Society of American Pol- 
icyowners is to date little more than a 
gleam in the eye of its promoter, Clar- 
ence Jackson, a former employe of the 
well known insurance counsellor, Mor- 
ris H. Siegel, these editors took the 
authentic-looking news release which 
Jackson put out at its face value. 

If newspaper editors, who by train- 


ing and experience might be supposed 
to be alert to the wiles of publicity- 
seekers, can be so easily needled into 
making derogatory references to life in- 
surance it is small wonder that the pub- 
lic is considerably confused about thé 
role of mortality tables in determining 


life insurance net costs. Since it is 
probably an impossible task to convince 
the public of the true facts, it is just 
as well that insurance commissioners 
and the companies are determined to 
change to a more modern mortality 
basis. 








PERSONAL SIDE OF THE BUSINESS 





There has been published in pamphlet 
form the story of the Lincoln birthday 
service at the Grand Army Hall & Me- 
morial under the auspices of the Grand 
Army Hall & Memorial Association of 
Illinois in Chicago. The address on the 
occasion was made by Maj. Ferre C. 
Watkins, well-known attorney, president 
of the Union League Club and also at- 
torney for the liquidation bureau of the 
Illinois insurance department. Major 
Watkins is an outstanding orator. 

Hugh H. Staubes, district manager for 
the Mutual Life of New York at Utica, 
N. Y., has completed requirements for 
membership in its $200,000 Field Club, 
this being the fifth club convention that 
he has attended. During February his 
annual business was the eighth highest 
among all the agents of the company. 
He entered the life insurance business in 
1925 and has been associated with the 
Mutual Life ever since. 

T. H. Gooch, superintendent of Can- 
ada Life, visited the Chicago branch 
and was joined there by S. C. McEve- 
nue, general manager. After a day in 
Chicago, they journeyed west for an 
extended trip through the Pacific Coast 
branches. 

Joshua N. Warfield, president of Eu- 
reka-Maryland Assurance, Baltimore, 
has been appointed state senator from 
Howard county. Mr. Warfield’s uncle, 
the late Edwin Warfield, was governor 
of Maryland and an organizer of Fidel- 
ity & Deposit. Mr. Warfield is a for- 
mer chairman of the Democratic state 
central committee. 

Harold J. Fett, Newark manager of 
Mutual Life, who has been in the Moun- 
tainside Hospital, Montclair, N. J., for 
more than a month, where he underwent 
a serious operation, has left the hospital, 
and is now at his home. He will be 
confined to his home for at least three 
weeks. 


A. F. Gillis, Newark general agent of 
Provident Mutual Life, celebrated 20 
years with the company Friday. He 
started as an agent when Louis F. Paret 
was general agent. In 1929, Mr. Gillis 
was made Newark manager and in 1930 
Was appointed general agent for north- 
ern New Jersey, succeeding Mr. Paret, 
who took charge of the Camden, N. J., 
and Philadelphia agencies. 


Frank L. Barnes, vice-president and 
agency director of Ohio State Life, has 
been elected vice-president of the Civic 
Association of Upper Arlington, O. 


Petitions have been filed for Stanley 
Long, for nine years secretary of 
Pathfinder Life of Grand Island, as a 
candidate for the Democratic nomina- 
tion for governor of Nebraska. 

Sam M. McGaw, president of the 
Nashville Association of Life Under- 
writers, was kept away from the sales 
sales congress and the midyear meeting 


of the National association at Memphis 
by the marriage of his daughter, Miss 
Miriam McGaw, to Frederick Cowden 
on Saturday. 

The Memphis mid-year meeting of 
the National Association of Life Under- 
writers was the 20th consecutive such 
session that has been attended by 
C. Vivian Anderson, Provident Mutual, 
Cincinnati, former president of the 
N. A. L. U. The first meeting Mr. 
Anderson attended was at the Astor in 
New York in 1923. 


DEATHS 


Miles Dawson Dies 
at the Age of 79 


NEW YORK — Miles Menander 
Dawson, widely known actuary and in- 
surance lawyer of this city, died at Or- 
lando, Fla., last Friday. He was 79 
years old. "He suffered a stroke several 
years ago, since which time he was 
practically retired. A native of Viroqua, 
Wis., and son of a prominent local 
agent of that city, Mr. Dawson early 
became attracted to the life insurance 
field and started as an agent of North- 
western Mutual Life in Chicago. Sub- 
sequently he came to this city and 
established himself as a consulting actu- 
ary, being retained as such by a num- 
ber of small companies. These con- 
nections he resigned in 1905 to become 
technical adviser to Charles E. Hughes 
in the investigation of the life compa- 
nies, devoting part of each evening dur- 
ing the course of the proceedings to 
preparing the technical inquiries pro- 
pounded by Mr. Hughes to managing 
officials tne following day. 

At the conclusion of the famous in- 
vestigation, which incidentally made 
Mr. Hughes a national figure, Mr. Daw- 
son was a factor in drafting the insur- 
ance laws which now govern the opera- 
tions of the life companies in this state. 
His next important assignment came 
in 1906, when he was named to assist 
the Royal Commission on Life Insur- 
ance of Canada in conducting a study 
of life company operations in the Do- 
minion. 

Always interested in social welfare, 
he urged the enactment of a strong 
workmen’s compensation law in New 
York, and so convinced the then gov- 
ernor, Col. Theodore Roosevelt, as to 
its desirability that the latter stated he 
would regard the enactment of such 
legislation as the crowning accomplish- 
ment of his administration. The com- 
pensation law now in force in the state 
was adopted soon thereafter and was 
promptly signed by Charles E. Hughes, 
who succeeded Col. Roosevelt as gov- 
ernor. 

Having passed the required examina- 
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“I'll bet I could be a REAL successful insurance agent. Why, I could sell insur- 
ance by telling what it has done for Bobby and me!” 








tions for admission to the actuarial so- 
cieties, both of the United States and 
Canada, in which incidentally he was 
coached by the late Henry Moir, then 
actuary of the Home Life, Mr. Dawson 
next qualified as a member of the New 
York bar, feeling a knowledge of law 
would help in his insurance activities. 
In company with his elder son, the late 
Albert Dawson, Miles M. opened an in- 
surance accounting office here and for 
years audited the records of several life 
and casualty companies. 

A man of great mental and physical 
energy, Mr. Dawson found time, in ad- 
dition to his insurance and legal work, 
to write several volumes of verse and 
to contribute special articles to a num- 
ber of insurance publications. He was 
also the author of various insurance 
text books. Surviving, in addition to 
his wife, is a son, Blaine R. Dawson of 
Winter Park, Fla. 





General Agent-Philosopher 
Dies on Trip to Home Office 








DAY 


CARROLL C, 


Carroll C. Day, Oklahoma City, for 
30 years general agent of Pacific Mu- 


tual Life in Oklahoma, died suddenly 
in Los Angeles on a business visit to 
the home office. In apparent good 
health when he flew to California last 
Wednesday, he expected to return home 
this week. His death was attributed to 
apoplexy. His daughter, Mrs. Worley 
W. Stewart of Los Angeles, left imme- 
diately after the death of her father for 
Oklahoma City to join her mother, the 
only other survivor. W. M. Rothaer- 
mel, vice-president, escorted the body 
home where funeral services were held. 
For two years Mr. Day served as presi- 
dent of the Oklahoma Association of 
Life Underwriters and for two years as 
a vice-president of the National associa- 
tion. He also served two years as 
president of Pacific Mutual’s general 
agency association and in 1931 declined 
nomination for president of the National 
association. 

Mr. Day was in great demand as a 
speaker and he gave his famous “Phi- 
losophy of Living” talk before many 
state and local associations. 

Born in Butler, Mo., in 1885, Mr. Day 
began a life that from early boyhood 
spelled success. His initial business 
venture was to pasture neighbor’s cattle 
on land owned by his uncle which 
netted him $2,000 within eight years 
without disturbing his school work. 


With Pacific Mutual Since 1911 


Upon graduating from high school he 
became cashier in a small bank, man- 
aged the home town newspaper, dabbled 
in real estate and several other lines. 
In 1911 he became associated with 
Pacific Mutual Life as agent with the 
Tribble & Osborne agency in Oklahoma 
City and immediately realized that he 
had found his life’s work. The follow- 
ing year he was made general agent 
and with two salesmen, laid the founda- 
tion for his agency, unique in its origi- 
nality of operation and the caliber of 
the business written. 

Mr. Day gained fame as an educator 
in life underwriting and 10 years ago 
his company adopted his manuals on 
sales training for use in all agencies. 

As a philanthropist and civic worker, 
Mr. Day was voted the most useful 
citizen of Oklahoma City in 1931. He 
served as president of the Oklahoma 
Chapter of American Red _ Cross, 
Oklahoma Community Chest and the 
Better Business Bureau. Two weeks 
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ago he was made chairman of the volun- 
teer bureau of the city-county defense 
council. 

Ray P. James, actuary of Atlantic 
Life, died from a heart attack. Before 
going to Atlantic he was associate ac- 
tuary of the Virginia department. He 
served in the first world war in the 
marine corps, becoming connected with 
the department after the war. A gradu- 


ate of Virginia Military Institute, Mr. 
James was instructor in mathematics 
there for a time. 


Lee A. Starks, Rochester, N. Y., died 
at his home there. He was with Metro- 
politan Life 20 years and later with Mas- 
sachusetts Mutual and the city of 
Rochester as an insurance consultant for 
three years. 

E. C. Wiggenhorn, 77, Ashland, Neb., 
banker and for a number of years a 
director of Midwest Life of Nebraska, 
died. 

Frank H. Hardison, 


missioner of 


insurance 
Massachusetts from 


com- 
1907- 


1919, died at his home in Wellesley at 
the age of 92. A native of Boston, he 


graduated from Dartmouth in 1876 and 
spent the next few years on various 
newspapers, becoming insurance editor 
of a Boston newspaper in 1892. He en- 
tered the insurance department in 1896 
as examiner when that position was cre- 
ated and was made deputy in 1897. 

After his retirement upon reaching the 
age limit of 70 in 1919 he acted until 
quite recently as consultant for Liberty 
Mutual. 





~ COMPANIES 


Progess of Pacific Mutual 
Since Reorganization Is 
Reviewed by President 


LOS ANGELES—Following the re- 
lease of Pacific Mutual Life’s annual 
statement, President A. N. Kemp took 
occasion to review what has been ac- 
complished since its reorganization in 
1936. During this period $189,000,000 
new insurance has_ been written and 
policyholders and_ beneficiaries have 
been paid $117,297,490. In addition to 
operating profits of $19,189,000, net 
profits of $927,000 have been realized 
from securities, making a total of $20,- 





116,000. These earnings were disposed 
as follows: Dividends paid to policy- 
holders, $9,421,000; court costs and 


other expenses incident to organization, 
$1,097,000; reserves and losses on real 
estate, mortgages and collateral loans 
inherited from the predecessor com- 
pany, 3,903,000; depreciation and 
charge offs not previously provided on 
home office property, $1,700,000; in- 
crease to surplus account, $3,995,000. 


Heavy Federal Investments 


President Perry of the Massachusetts 
Mutual states that it has lost no time in 
buying the lawful maximum of defense 
bonds. However, this represents only a 
small. part of financial cooperation 
with the government. At the close of 
last year its federal investments 
amounted to over $67,000,000. Its first 
year premium income was $9,172,385 
last year and in that time it invested 
$9,850,000 in purchase of U. S. govern- 
ment bonds. 


its 





Boston Mutual Has Strong Report 


Insurance in force of Boston Mutua! 
Life increased to $103,589,639 in 1941, 
the largest gain in its 50 years. Assets 


increased 7 percent to $16,192,179. In- 
come exceeded expenditures by $921,970. 
Of securities owned 72 percent were in 
U.S. bonds. 

Policyholders and beneficiaries were 
paid $1,778,552, bringing the total since 
organization to $35,108,682. 


S. M. Griffith, president Griffith Com- 
pany, contractors, has been elected a 


Verena Retired 
Actuary Is Dead 








WENDELL 


M. STRONG 

Wendell M. Strong, who retired in 
1941 as vice-president and actuary of the 
Mutual Life of New York, died Mon- 
day at his home at the age of 71. He 
was born Feb. 6, 1871, at Indianapolis. 
He graduated at Yale and took his mas- 
ter’s degree at Cornell. He entered the 
actuarial department of the Mutual Life 
in 1900, became assistant actuary, then 
associate actuary and then vice-presi- 
dent and acting actuary. He was for- 
merly instructor in mathematics in 
Yale for five years. He was president 
of the Actuarial Society of America 
from May, 1930, to May, 1932. 


SALES MEETS 


Cites Absence of Auto, 
Radio, Ice Box Competition 


COLUMBIA, S. C.—With the elimi- 
nation of new automobiles from the mar- 
ket and drastic curtailment in the sale 
of electrical appliances, radios and simi- 
lar commodities, life agents now have 
little competition from that source in the 
sale of insurance, Wilson M. Brooks, 
Richmond general agent, pointed out at 
American National’s regional confer- 
ence here for general agents. G. S. Mc- 
Carter, superintendent of agencies, pre- 
sided. 

Mr. Brooks also stressed the fact that 
through increased income, workers in 
defense industries are now able to buy 
more protection for their families and 
the situation offers life salesmen a gol- 
den opportunity to increase their pro- 
duction. Mr. McCarter spoke at the 
banquet. 

_E. A. Rees, manager of American Na- 
tional’s industrial department at the 
home office, who started his insurance 
career in Louisville in 1908, was honored 
at a regional convention there with rep- 
resentatives from 10 states in attendance. 











Beneficial Has Wyoming Rally 


A two-day convention of agents of 
Beneficial Life was held at Cheyenne, 
Wyo. H. M. Rollins, general agent for 
Wyoming, was in charge. Speakers in- 
cluded Harry J. Syphus, supervisor of 
agents; Ray Johnson, assistant secre- 
tary, and Earl Pierce, treasurer; Frank 
W. Bland, Pacific Coast manager of 


of Pacific Mutual Life. He is 
director of Farmers & Mer- 
chants National Bank, and a former 
president of the Associated General 
Contractors of America. 








director 
also a 


Tue NATIONAL UNDERWRITER; J. Milton 
Olsen, president Cheyenne Underwrit- 
ers Association; A. E. Wilde, state ad- 
ministrator of defense savings staff, and 
Mr. Rollins. 

All the Wyoming agents, their wives 
and guests were entertained by Mr. and 
Mrs. Rollins at their home. 


Set N. W. Mutual Parley Dates 
MILWAUKEE—Field men of North- 


western Mutual Life will meet here 
July 20-22, for the annual meeting of the 
Association of Agents. Plans were laid 
at a conference here of the association’s 
standing committee, headed by Sterling 
Youngquist, Columbus, O. War prob- 
lems will be considered. 


Hold Regional in Birmingham 


A regional convention of Common- 
wealth Life was held in Birmingham. 
Morton Boyd, president; W. A. Lons- 
ford, agency manager; J. L. Connor, di- 
vision manager, and H. R. Reynolds, 
supervisor, were present from the home 
office. 


West Coast Managers Confer 
SAN FRANCISCO—Sales activities 
under war conditions were considered at 


a conference here of branch managers of 
West Coast Life. 


AGENCY CHANGES 


Mutual Benefit's 
New Agency Heads 





W. O. Cass has been named general 
agent at Indianapolis by Mutual Benefit 
Life, and George A. Myer general agent 
at Williamsport, Pa. 

Mr. 


Cass, who has been production 





Ww. oO. 


George A. Myer 


Cass 


manager at Indianapolis for the last 
year, succeeds Virgil W. Samms who 
is returning to personal production. 

Prior to joining the Indianapolis 
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agency, Mr. Cass was in the home office 
for three years as agency assistant, 
doing much traveling. He entered life 
insurance in 1931 with Mutual Benefit 
at Oklahoma City after experience in 
automobile and department store sales. 
He established himself on the honor 
roll as a substantial producer, and later 
served as instructor in the Oklahoma 
City, Minneapolis, Cleveland, Denver 
and Wichita agencies. In 1938 he went 
to Newark as agency assistant with 
special responsibilities for advanced 
training work. 

Mr. Cass was born in Welch, Okla., 
and attended Oklahoma A. & M. Col- 
lege. 


Samms’ Long Experience 


Mr. Samms entered life insurance 
with Mutual Benefit in 1925 as agent 
at Boise, Ida. After four years went 
to the home office as a field service 
manager, in 1934 was named assistant 
superintendent of agencies and in 1937 
appointed general agent at Indianapolis. 

He was born at Enterprise, Ore., in 
1890 and was graduated in engineering 
from University of Idaho. After war 
service Overseas as a captain of field 
artillery, he returned to engineering at 
Boise, and later was United States sur- 
veyor general for Idaho and president 
of the Idaho Society of Engineers. He 
is past president Indianapolis General 
Agents & Managers Association. 

Mr. Myer, a C.L.U., has been a mem- 
ber of the Mutual Benefit’s field serv- 
ice staff for 24% years. He takes charge 
of central Pennsylvania production. In 
that capacity he succeds G. E. Otto 
Flock, who will devote his time to his 
large personal clientele. 


Flock Leading Producer 


Mr. Flock has been associated with 
the Williamsport agency since he en- 
tered life insurance there in 1913. He 
has been a leading personal producer. 
He was co-general agent with the late 
W. L. King at Williamsport, and sole 
general agent since 1939. Between 1913 
and 1930, he maintained an average an- 
nual personal production of about $500,- 
000 on 55 lives. In 1938, in addition to 
his general agency duties, he exceeded 
the production requirements for mem- 
bership in the National Associates, or- 
ganization of the company’s 25 top 
salesmen. 

Mr. Myer entered life insurance fol- 
lowing graduation from Johns Hopkins 
University. He became manager in 
Maryland for another company before 
he joined Mutual Benefit agency at 
3altimore in 1937. He quickly won 
appointment as agency supervisor at 
Baltimore. In 1939 he went to the 
home office as an assistant in the field 
service division of the agency depart- 
ment. Since then he has assisted vari- 
ous agencies, including Williamsport, in 
training and supervisory work. Mr. 





Paul Orr, Jr., Brings 
Experience to New Job 





NEW YORK—Paul Orr, Jr., who has 
been named assistant to the manager of 
the Ives & Myrick 
agency of Mutual 
Life, brings to his 
new position an ex- 
tensive experience 
in life insurance, 
although he is a 
young man. As as- 
sistant manager of 
the Guardian Life 
since 1938, Mr. Orr 
has had full charge 
of recruiting, train- 
ing and supervision 
of agents, planning 
and conducting of 
sales promotion ac- 
tivities, and office administration. With 
the Ives & Myrick agency he will assist 
Richard E. Meyer, manager, in general 
administration, selection, training and 
supervision of new full time agents. 





Paul Orr, Jr. 


5 


Myer was born at Mahaffey, Pa., i 
1894. 





R. B. Knapp Joins Youngman 
Agency as Production Head 


NEW YORK—A. V. Youngman, 
general agent Mutual Benefit Life here, 
has appointed R. 
B. Knapp produc- 
tion manager. Mr. 
Knapp has_ since 
1938 been with the 
company’s’ Cleve- 
land agency, where 
he had charge of 
training and devel- 
opment involving 
use of the “Anala- 
graph,’ Mutuai 
Benefit’s device for 
use in program- 
ming. In addition 
to supervisory du- 
ties he maintained 
an annual average production of about 
$200,000. 

Before going into life insurance in 
Cleveland in 1932 Mr. Knapp was in 
the investment business. He was im- 
mediately successful in life insurance, 
producing better than an application a 
week during his first four years. He 
went into the supervisory side before 
joining the Mutual Benefit’s Winkler 
agency in Cleveland. 





R. B. Knapp 





Geise Goes to St. Paul 


‘SS. A. Geise, agency director at Eau 
Claire, Wis., for New York Life, has 
been transferred to St. Paul as agency 
director. Mr. Geise has been active in 
the Chippewa Valley and the Wisconsin 
state life underwriters associations. The 
Eau Claire branch was the second office 
in the northwest department in 1940 and 
the banner-winning office in 1941. 

David Stewart, formerly cashier at 
Eau Claire branch, for the past four 
years agency organizer at St. Cloud, 
Minn., has succeeded Mr. Geise as 
agency director. Mr. Stewart has been 
with New York Life for 16 years. 





Glover's Change in Memphis 


W. C. Glover has resigned as general 
agent of Volunteer State Life in Mem- 
phis, having served in that capacity for 
eight years. He decided to return to 
personal production and made a con- 
tract with the Northwestern National 
Life. His office is in the Commerce 
Title building at Memphis. 





Oklahoma Setup Changed 


‘The Oklahoma state office of Capitol 
Life, which has been in Tulsa, has been 
removed to Oklahoma City. Coy 
Inman has been named manager of the 
Tulsa district. Sam M. Cowan is 
general agent. 





Opens Baton Rouge Agency 


Protective Life of Birmingham, Ala., 
has opened a general agency at Baton 
Rouge, La., with Bennett E. Boyd in 


charge. Protective has recently opened 
agencies in Atlanta and Jacksonville, 
Fla. 





King Baer as been appointed district 
manager in Toledo, O., by reliance Life, 
with offices at 454 Spitzer building. 





Company Has First Aid Unit 

A first aid detachment, composed of 
50 employes of the home office of Life & 
Casualty, is now completely trained and 
equipped for service under direction of 
the Office of Civilian Defense within a 
radius of 100 miles of Nashville. It is 
believed to be the first complete detach- 
ment in the state. The detachment re- 
ceived its 30 hours of training under 
Dr. Carl Kirchmaier, medical director of 
the company. Among its members is 
Emmett Russell Jr., manager of the 
publicity department. 


ACCIDENT 


Long General Chairman for 
National A. & H. Association 
Annual Meeting in Detroit 


DETROIT —Clyde E. Dalrymple, 
Preferred Accident, Milwaukee, presi- 
dent of the National Association of 
Accident & Health Underwriters, and 
George L. Dyer, Jr., Columbian Na- 
tional Life, St. Louis, first vice-presi- 
dent, conferred with the Detroit asso- 
tion officers here in regard to plans 
for the annual meeting of the National 
association in Detroit, June 29-July 1. 

Roy J. Long, Great Northern Life, 
was chosen as general convention chair- 
man. His associates will be T. R. 
Wyles, Jr., Standard Accident; Fred 
Grainger, Federal Life & Casualty; 
Ralph Rowland, National Casualty, and 
W. S. Faber, Detroit Insurance Agency. 
H. H. Jones, Commercial Casualty, was 
chosen as chairman of the finance 
committee; Kenneth O’Connor, Macca- 
bees, attendance; Mr. Faber, program; 
Glen Reitzel, Mutual Benefit Health & 
Accident, registration, and Robert J. 
Walker, Standard Accident, publicity. 

It was decided at this conference that 





there is a greater need than ever before 
to hold an annual convention and sales 
congress, that the accident and health 
interests may be fully informed of pres- 
ent-day developments and aroused to 
greater service to the public in procur- 
ing that protection which is so impor- 
tant in every home. ; 

Mr. Faber has a tentative program 
under way which will carry messages 
from outstanding men in the accident 
and health field from all parts of the 
United States. Social activities will be 
restricted. The entire meeting is to be 
streamlined, and the sessions will run 
all day Monday and Tuesday and close 
with a banquet Tuesday night. Wednes- 
day is to be reserved for executive 
meetings and company agency gather- 


ings. 





Americans Taller, Travelers 
Raises Height Limit 


Because Americans are growing taller, 
a national trend which has been noted 
particularly in the army and in wo- 
men’s colleges, Travelers now considers 
applicants for accident insurance as tall 
as six feet, six inches. Previously it 
had hesitated to accept those over six 
feet, four. 

Travelers underwriters have not found 
that one section of the United States 
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produces more extremely tall people 
than any other, but point out that 
whereas a generation ago men six feet, 
six inches tall were rare, now they are 
rather numerous. 

A survey in a number of American 
colleges for women showed the average 
college girl is now an inch taller than 
the average matriculated about 25 years 
ago. 

Today’s soldiers are one to two 
inches taller than of 1917-18, and from 
five to 15 pounds heavier. 


Insures 11 in One Family 


Maurice A. Fogg, agent of Travelers 
at Sioux City, Ia. has placed 11 acci- 
dent policies in one family of father, 
mother, and 11 children. This is con- 
sidered a record for one household. Only 
the two youngest children are not in- 
sured, but the father expects to apply 
for accident coverage for them as sooti 
as they are old enough. The policies 
are all paid on the annual premium basis. 


Continue Cal. Group Committee 
SAN FRANCISCO—In sending out 
the many changes and new clauses mak- 
ing up the California standard provisions 
for group disability and family expense 
disability policies, Commissioner Cami- 
netti has continued the special commit- 
tee in service for an indefinite period. 
This committee, originally named by 
the commissioner in December, 1939, 
consists of two representatives of the 
department, one from the Bureau of Per- 
sonal Accident & Health Underwriters, 
one from the accident and health section 
of the Group Association and one from 


the Health & Accident Underwriters 
Conference. 
The commissioner suggests that the 


committee continue studying the prob- 
lem with a view of recommending new 
legislation if experience with the new 
provisions indicates such changes are 
desirabie. 


Name Altman in St. Louis 


At the March meeting of the Accident 
& Health Underwriters of St. Louis, 
Sydney Altman, Metropolitan Life, who 
is a member of the executive board of 
the National association, was elected 
president. Frank R. Philpott, Mon- 
arch Life, was elected vice-president and 


E. D. Mitchell, Great Northern Life, 
secretary-treasurer. 
Mr. Altman gave “Echoes of the 


Kansas City Meeting” and Mr. Philpott 
presented one of his sales demonstra- 
tions, followed by a talk on “Self- 
Motivation” by Frank Vesser, Reliance 
Life, 


Reinsures Nevada A. & H. Firm 
First American Assurance of Reno, 
Nev., has reinsured its business in Mu- 
tual Benefit Health & Accident of 
Omaha. First American is an assess- 
ment accident and health association or- 
ganized in 1940 with Prentice Hall as 
president. At the end of ry year it 
showed $10,218 assets, $2,12: income, 
$2,661 disbursements and $76 claims. 








MANAGERS 


Parallels Between Banking, 
Life Insurance Reviewed 


LOS ANGELES—President A. W. 
Anderson of the California Bank ad- 
dressed the Life Insurance Managers 
Association on “Your Business and 
Ours.” 

He said that there is a kinship be- 
tween banking and life insurance and 
that both must adjust themselves to 
present conditions, which have been and 
are changing rapidly. 

When a young man comes to him 
asking advice as to what walk of life 
he should enter, his advice is to take up 
life insurance. The life salesman who 
writes a prospect does a good job for 
himself, for the company he represents 
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and for his client as well, Mr. Anderson 
said, and also has a chance to lay up 
something for himself. 

In his bank there is a department 
whose members go out to learn what a 
business man is doing, what his prob- 
lems are and what he wants. No ef- 
fort is made to sell the business man 
anything, but he is told the bank needs 
to know what is going on and if at any 
time it can serve him, it will do so 
gladly. In other words, instead of sell- 
ing, the bank finds out what the busi- 
ness man wants and then endeavors to 
fill that want. 

the bank or the life insurance 
salesman would serve commercial busi- 
ness they must know what business 
needs. The contacts made where serv- 
ice will follow are the only contacts 
worth while, 


Points to Canadian Success 
SAN ANTONIO, TEX.—J. P. Wil- 


liams of the American College of Life 
Underwriters, addressed a special meet- 
ing of the San Antonio Life Managers 
Club, in which he told of his recent 
visit to Canada. He pointed to the 
increase in Canadian life insurance sales 
as a hopeful omen for American under- 
writers. Many of the marginal pro- 
ducers in Canada have been absorbed 
by defense work while comparatively 
few of the better trained and effective 
salesmen have been lost to the military 
service, Mr. Williams reported. 

The importance of better selection 
and more effective training of agents 
was stressed by Mr. Williams. He pre- 
dicted greater sales by a smaller num- 
ber of salesmen who give the buyers 
better service and who receive larger 
personal incomes. 


Delays Avoided by Complete Data 


The San Antonio (Tex.), Life Agency 
Cashiers Association held a round table 
discussion of problems of inspection as 
related to the work of the cashier. R. W. 
Sinz, San Antonio manager Retail 
Credit Company, explained that both 
inspectors and cashiers are interested 
in having business issued with as little 
delay and friction as possible. Complete 
information on small points, such as 
present and former occupations and 
addresses of the applicant are essential 
in speeding the issuance of policies. 

The extremely fluid employment con- 
ditions which exist now with regard to 
workers on defense projects present spe- 
cial problems. Agents can do much to 
smooth the way for the issuance of the 
policy by securing complete information 
when the application is signed. 


Gifts for Dey and McEwan 


At a dinner meeting of the Life Super- 
visors Association of Northern New Jer- 
sey in Newark, marking the fifth anni- 
versary of the organization, a desk set 
was presented to J. Stanley Dey, Newark 
manager of Manufacturers Life, in rec- 
ognition of his originating the associa- 
tion. D. B. McEwan, who has been 
named general agent at Boston by Lin- 
coln National Life, was presented a 
brief case. 


Conference at Oklahoma City 


OKLAHOMA CITY—A one day 
management conference was sponsored 
here by the Oklahoma General Agents 
& Managers club and the Oklahoma 
State Association of Life Underwriters. 
Classes were conducted by B. N. Wood- 
son and L. W. S. Chapman, Sales Re- 
search Bureau. Developing present man 
power and recruiting new men under 
the 1942 conditions were considered. 
Marmaduke Corbyn, Jr., Occidental 
Life, was chairman. 


Yates to Speak in K. C. 


John W. Yates, Los Angeles general 
agent Massachusetts Mutual Life, will 
address the General Agents & Managers 
Association of Kansas City April 10 on 
“Priorities for Managers.” 


NEWS OF LIFE ASSOCIATIONS 





James E. Fly Is New Head 
of Tennessee Organization 


The Tennessee Life Underwriters As- 
sociation held its annual meeting in 
Memphis during the time of the mid- 
year meeting of the National Associa- 
tion of Life Underwriters. About 22 at- 
tended. James E. Fly, Reliance Life, 
Nashville, was elected president. Her- 
bert DeMent, Northwestern Mutual, 
Jackson, and Cameron Brackney, Lin- 
coln National Life, Knoxville, were 
elected vice-presidents. The secretary 
is appointed by the president. 


Iowa State Meeting to 


Be in Davenport, June 5-6 


DES MOINES—The Iowa Associa- 
tion of Life Underwriters will hold its 
annual meeting in Davenport June 5-6, 
with the annual sales congress to be 
held on the second day, it is announced 
by Max G, Kissick, Aetna Life, Mason 
City, state president. 

Paul C.. Otto, Connecticut Mutual, 
Davenport, will be in charge of the 
sales congress, which is being renewed 
at Davenport this year. Last year the 
Davenport congress was called off in 
deference to the sales congress held at 
Des Moines shortly before the annual 
meeting. 

The Iowa Quarter-Million Club will 
hold its summer meeting. 

Plans for holding a “Purdue” course 
at Iowa State College this spring 
appear to have been dropped, although 
no definite announcement has been 
made so far. The Purdue plan was 
recommended at the annual meeting at 
Cedar Rapids last year. It is believed, 
however, that because of the war the 
Iowa association will not attempt the 
plan this year. 


Rutherford Tells Dallas 
Men to “Keep ‘Em Signing” 


DALLAS—Keep ’em signing, not 
only applications for United States de- 
fense bonds and stamps as insurance 
policies for continuance of the American 
way of life, but also applications for life 
insurance as defense bonds of the 
American home, James E. Rutherford, 
Penn Mutual Seattle National associa- 
tion trustee, urged at the meeting 
March 30 of the Dallas Association of 
Life Underwriters. 

Mr. Rutherford said life underwriters 
have the opportunity of doing a bigger 
life insurance selling job in 1942 because 
the needs for life insurance will increase 
rather than decrease in war times. 

To fix the problem or need in the 
prospect’s mind, he listed the steps in 
a sale as follows: 

1. Have in mind the needs our prod- 
uct serves and the problems it solves. 

2. Find a person who has one of 
those needs or problems. 

3. Fix the problem or need in the 
prospect’s mind. 


4, Offer our product as a solution 
of his need or problem. 
5. Explain and illustrate our solu- 


tion. 

6. Answer any objection by (a) 
yes-but method, (b) head-on method, 
(c) boomerang method. 

7. Motivate to action by (a) pictures, 
(b) diagrams, (c) stories, (d) checks, 
(e) figures, (f) gestures. 

8. Close by (a) starting to write the 
application, (b) medical close: “Let's see 
if you can get it.” 

9. Bind the company. 





Roberts Talks at K. C. Meeting 


KANSAS CITY, KAN.—Roy Ray 
Roberts, general agent at Los Angeles 
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for State Mutual Life, spoke at a com- 
bined meeting of the chamber of com- 
merce and Life Underwriters Associa- 
tion of Kansas City. This meeting is a 
special annual affair and always attracts 
a large gathering, including city off- 
cials. 

Commenting on the educational pro- 
gram being carried out by the National 
association, of which he is a trustee, 
Mr. Roberts said that people of educa- 
tion, professional men and others know 
surprisingly little about life insurance, 
which is so important in American 
economy. 

Herbert A. Hedges, general agent of 
Equitable of Iowa and National asso- 
ciation secretary, was chairman of the 
meeting, which was opened by W. L. 


Butler, Business Men’s Assurance, 
president of the association. 
Vancouver, B. van D. Robinson, 





Prudential, has been elected president; 
k. G. Kern, North American Life, and 
J. A. Bye, Confederation, vice-presidents, 
R. A. Dorrell, Sun Life, secretary; Cyril 
Atherton, Mutual of Canada, treasurer. 

Dubuque, Ia.—R. N. Howes, Aetna Life, 
Clinton, Ia., spoke on “How to Sell In- 
surance in This Emergency.” 

Oklahoma City—Initial steps have been 
taken to establish closer cooperation and 
contact with industrial agents. President 
Mark B. Burnham has invited industrial 
company managers and association offi- 
cers to a luncheon conference. 

Minneapolis—John Marshall Holcombe, 
Jr., manager Sales Research Bureau, will 
speak April 9 on “The More We Are To- 
gether.” Later that day he will be the 
guest of the managers and general 
agents of the Twin Cities. 

Harrisburg, Pa.—Life insurance men 
have been very active in installing pay- 
roll allotment plans for purchase of de- 
fense bonds in all the industries in 
Dauphin and surrounding counties. W. 
F. McCarthy is chairman of the com- 
mittee. 

Des Moines — George 
necticut Mutual, vice-president, 
advanced to president to fill the vacancy 
caused by the death of Grady V. Fort. 
Albert Linton, president of Provident 
Mutual, will talk April 24 on inflation. 

Toledo, O.—Robert E. Shay, Minne- 
apolis manager of Bankers Life of Iowa, 
spoke on “Successful Motivation in To- 
day’s Market.” 

Mobile, Ala.—Morton 
of Commonwealth Life, 
He was introduced by H. T. Haithcock. 

Topeka, Kan.—Following a report of 
the directors recommending a complete 
change in the setup of the association, 
a free-for-all discussion of all phases 
of the association’s work and activities 
was held. 

Peoria, I1l.—J. P. Carroll, superintend- 
ent of agencies of Lincoln National Life, 
will speak April 16 on “Life Underwrit- 
ing Under Present Day Conditions.” 


LU 


13 Enter C. L. U. Ranks on 
Basis of Experience 


_Thirteen candidates who had pre- 
viously passed all C.L.U. examinations 
and whose experience requirements 
were completed as of March 21, the 
date of the mid-year conferment of the 
American College, have been awarded 
their C.L.U. designations this year. 
Formal presentation of diplomas will 
be made at local C.L.U. and life asso- 
ciation meetings. In addition, one 
holder of the certificate of proficiency 
became eligible to exchange his certifi- 
cate for the C.L.U. diploma having now 
completed all requirements for the 
C.L.U. designation. 

The total number of those now hold- 
ing the C.L.U. designation is 1,870. 
There are in addition 64 holders of the 
certificate of proficiency, and 124 others, 
recent college graduates for the most 
part, who have passed all five examina- 
tions, but who must complete three 
years of experience satisfactory to the 
college before C.L.U. designations may 
be awarded them. The new C.L.U.’s 
are: 

Alvin F. Appel, New York Life, Los 
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Angeles; W. Boyd Barrett, Provident 
Mutual Life, Ellwood City, Pa.; W. L 
Bradway, Equitable Society, Pasadena, 
Cak: Donald L. Daniels, Equitable So- 
ciety, Boston; James B. Gates, Penn 
Mutual, Little Rock; Aylmer E. Har- 
man, John Hancock Mutual, Seattle, 
now in active service U. S. Navy; W. 
Edward Howard, Prudential, Rochester, 
N. Y.; W. Curtis Lamb, Aetna Life, 
Des Moines; Robert T. Markley, Equi- 
table Society, Chicago; Anthony I. 
Munday, Fidelity Mutual, Philadelphia; 
Ralph L. Reece, assistant to agency 
manager Equitable Society, Oklahoma 
City; Sol Schneider, Metropolitan Life, 
New York; Elwood T. Starbuck, bro- 
kerage manager, Bankers Life of Iowa, 
San Francisco; Robert S. Whitla, as- 
sistant to agency manager Equitable 
Society, Syracuse, N. Y. 


C. L. U. Fellowship 
Rally Is Held in Memphis 


A fellowship breakfast for C. L. U. 
members was held in Memphis during 
the mid-year meeting of the National 
Association of Life Underwriters. Bruce 
Blalack, New York Life, Memphis, pre- 
sided. Talks were made by Dr. John P. 
Williams, field representative of the 
American College; W. Rankin Furey, 
Berkshire Life, Pittsburgh; W. H. An- 
drews, Jr., Jefferson Standard Life, 
Greensboro, N. C.; Julian S. Myrick, 
second vice-president of Mutual Life, 
and John Moynahan, Metropolitan Life, 


Chicago, president of the American 
Society C. L. U. 
Joint Luncheon in Dallas 

Joint luncheon was held in Dallas 


by the Fort Worth and Dallas C. L. U 
chapters, with J. P. Williams of Phila- 
delphia, educational director of the 
American College, as principal speaker. 
Those enrolled in the Dallas C. L. U. 
study classes and members of the fac- 
ulty attended the meeting. Mr. Williams 
conferred with C. L. U. leaders includ- 
ing John A. Monroe, Jr., dean of the 
Dallas C. L. U. school; H. S. Miller, Jr., 
president of the Dallas chapter, and 
Russell Pearson, president of the re- 
cently organized Fort Worth chapter. 


CHICAGO 


Miller and Heifetz Lead 
Mutual, N. Y., in Chicago 


J. Dudley Miller of the Vermillion 
agency of Mutual Life of New York in 
Chicago last year led all the company’s 
Chicago force of 274 agents in volume 
of insurance sold. Carl M. Heifetz of 














Cc. M. Heifetz 


J. D. Miller 


the Heifetz agency won second place 
there. 

Mr. Miller also ranked fourth among 
Mutual’s 4,484 agents throughout the 
country in paid-for business. He and 
Mr. Heifetz qualified for membership in 
the National Field Club of top produc- 
ers who wrote a minimum of $200,000 
new insurance in the year, and qualified 
to attend the annual business confer- 
ence at Hot Springs, Va., in June. 

Other leaders in the Chicago area last 
year included N. H. Weiss, 46th nation- 
wide in  paid-for business; H. R. 
Schultz, 73rd, and S. J. Levine, 30th 


in number of lives insured. They are 
associated with the Vermillion agency. 
J. S. Hexton led the Hastie Agency in 
volume. 

Mr. Miller has been a leading pro- 
ducer of Mutual Life since joining the 
Vermillion agency in 1927. For 15 con- 
secutive years he has been a member 
of the National Field Club. Mr. Heifetz 
entered the business with the Heifetz 
Agency in 1938. 


SERVICE TO POLICYHOLDERS 


Many companies are endeavoring to 
work out a just and reasonable plan for 
servicing policyholders even though the 
agents who wrote the cases are no 
longer in their employ. Some companies 
have nonforfeiture provisions on com- 
missions so that if one leaves a com- 
pany he still draws a certain commis- 
sion on his old business. Others take 
the position that if an agent is no longer 
in shape to service his “policyholders in 
the company in which they were orig- 
inally written he should not be recom- 
pensed. In other words, the renewal 
commission is largely a service commis- 
sion in the opinion of a number of ex- 
ecutives. It is more and more neces- 


sary in the mind of many company men 








to have policyholders looked after and 
proper service rendered. There is likely 
to be too little attention paid to old 
policyholders although they are a re- 
markable source for new insurance. 
There have been many experiments made 
as to proper compensation and a spe- 
cial committee is still working on the 
subject. 


ABE BLOOM SELLS $3,000,000 


Abe Bloom, former agent of Metro- 
politan Life in Chicago, who has been 
in the service for several months, now 
is stationed at Fort Crockett, Tex., han- 
dling the government life insurance for 
service men. In 11 weeks he has sold 
$3,000,000 of this protection. This is 
not an over-the-counter proposition, he 
reported this week while on leave in 
Chicago, but the policies must be sold 
by personal interviews just as in civil 
life. Mr. Bloom also is in charge of 
classification at the fort. He is a C.L.U. 
and was one of the five winners in the 
contest conducted last year before the 
annual sales congress by the Chicago 
Association of Life Underwriters for the 
best five-minutes sales talks by agents. 
to Accident & Health 
175 W. Jackson Blvd., Chi- 
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RECORD for 1941* 


“THE OCCIDENTAL WAY” 


NEW LIFE SALES: $129,410,410*, excluding revivals 
. UP 74% over 1940 


BUSINESS IN FORCE: Increased by $109,919,230 to 
$629,258,725* at year’s end.. 
1940. UP 301% since 1931! 


PREMIUM INCOME: Increased to $16,599,897* 
UP 17.6% over 1940 


PAYMENTS TO POLICYHOLDERS: $8,047,898* in 
1941. $74,887,125* since 1906... 


The more than 670,000* persons insured under Life, Dis- 
ability or Annuity contracts with Occidental Life Insurance 
Company enjoy in the fullest sense the meaning of its institu- 


“More Peace of Mind Per Premium Dollar” 


*Largest in Company History 
V. H. Jenkins, Vice President 


OCCIDENTAL LIFE 


INSURANCE COMPANY OF CALIFORNIA 


HOME OFFICE * LOS ANGELES 


. UP 21% over 


UP 11.9% 
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Latest Policy Changes 


The National Underwriter is the only weekly insurance newspaper 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician, 
these weekly reports supplement the data contained in the Little Gem, 
published in March at $2.50 a copy, and the Unique Manual-Digest, 


published in May at $5 a copy. 





Bankers Life, Neb., 
Rates, Dividends 


The new 3 percent American experi- 
ence participating and _ nonparticipating 
rates of Bankers Life of Nebraska 
which went into effect April 1 are pre- 
sented below, together with the new 
dividend scale. The latter represents a 
reduction as a whole, but is greater on 
the low ordinary life preferred rates at 
most ages. ; - 

This company issues its nonpartici- 
pating business only with a minimum 
policy of $2,500. Its participating forms 
are written in amounts of $1,000 or 
more, except ordinary life, on which the 
minimum is $5,000. The dividends here- 









with are per thousand dollars of face 
amount: 
Participating Rates 

~ 3. 18.03 $21. a: 

21 ‘93 z y : 

22 } . . . 

36 at 118 24. 3.66 
26 g¢ 66 24.98 103.75 
27 46 3 "19 25.77 103.84 
28 95 ; "73 26.59 103.93 
29 48: 2°30 27.47 104.03 
30 ss 2:90 28.41 104.13 
3 61 33. 53 29.41 104.25 
32 "92 34.36 24.19 30.47 104.38 
33 22.85 35.02 24:90 31.60 104.5 
34 23.53 35.71 25.64 32.82 ‘6: 
35 24.24 36.44 26.41 34.11 . 

36 25.00 37.20 97.24 35.52 ‘¢ 
37 25.79 37.99 28.11 37.01 105.1 

38 26.63 38.82 29.04 38.64 105. 

39 27.52 39.68 30.00 40.38 105.! 

40 28.46 40.59 31.04 42.27 5.82 
41 29.46 41.56 32.14 44.32 106.08 
42 30.52 42.55 33.30 46.56 106.37 
43 31.65 43.62 24.53 48.99 106.70 
44 32.84 44.75 35.84 51.68 107.06 
45 34.12 45.93 37.24 54.62 107.46 
46 35.47 47.19 38.73 57.86 107.91 
47 36.90 48.52 40.30 61.46 108.41 
48 38.44 49.95 41.99 65.48 108.98 
49 40.08 51.44 43.79 69.99 109.60 
50 41.81 53.05 45.71 75.10 110.30 
51 4643.67 54.77 60.34 47.75 80.88 111.07 
52 45.63 56.58 61.69 49.93 87.53 111.91 
53 47.74 58.53 63.18 52.25 95.23 112.86 
54 49.98 60.62 64.81 54.74 104.27 113.89 
5h 52.37 62.85 66.61 57.39115.04 115.04 
56 54.92 65.24 <2 ABDI28) a... 0 BSL: 
57 57.65 67.82 63.26 : 117.70 
58 60.56 70.57 66.51 119.25 
59 63.68 73.55 70.00 120.96 
60 67.01 76.76 73.74 122.84 
61 70.56 80.21 17.75 124.92 
62 74.38 83.95 82.06 127.24 
63 78.46 87.99 86.70 129.78 
64 82.85 92.36 91.70 132.60 
65 87.53 97.10 97.10 135.71 


20 
Ord. 20 Year End. 
Age Life Pay End. at 65 


e 
20 $14.53 = 2 $44.59 $17.68 $21.54 





21 14.87 4.60 18.20 EE 
22 15.24 44.61 18.75 ae 
23 15.63 44.63 19.33 x 
24 16.03 44.65 19.95 oT. 
25 16.46 44.69 20.61 97, 
26 16.91 44.74 21.31 o%. 
27 17.40 44.82 22.06 Oy. 
28 17.90 44.90 22.80 97. 
29 18.44 5.00 23.65 97. 
30 19.00 5.10 24.55 97. 
31 19.56 5.20 25.48 OF. 
32 20.15 5.32 26.48 “YE 
33 20.78 5.46 27.56 O7; 
34 21.45 5.62 28.71 2 
35 22.14 5.79 29.94 97.2 
36 22.95 6.06 31.33 § 

37 23.79 6.35 32.83 97.E 
38 24.67 6.66 34.32 o¢. 
39 25.59 7.00 36.03 97.9 
40 26.57 7.38 37.90 98. 
41 27.59 7.78 39.92 98. 
42 28.65 8.21 42.09 98.6 
43 29.79 8.69 44.32 98.§ 
44 30.98 49.22 46.93 99. 
45 32.25 49.81 49.81 99.5 
46 33.57 0.42 52.15 : 
47 34.96 51.09 55.56 : 
48 36.42 1.82 59.12 6 
49 37.98 52.63 63.37 a 
50 39.62 3.51 68.19 e 
51 41.36 54.47 73.33 99.32 ‘ 
52 43.19 55.53 79.63 108.41 102.61 
53 45.14 56.68 85.97117.65 103.24 
54 47.20 6.93 94.47130.01 103.92 














End. 
20 Ann. 10 
Ord. 20 Year End. at65 Year 
Age Life Pay — at65 Male End 
] $ $  . $ 
5D 56.06 59. 30 104.67 143.95 104.67 
56 57.98 105.49 
57 60.02 106.39 
58 62.19 107.37 
59 64.51 108.43 
60 66.99 109.59 
61 110.86 
62 112.23 
63 113.74 
64 115.40 
65 peecncie® \geRepierol) o plnta aa eee 
New Dividend Scale 
Ordinary Lite 
Cc alate gc End of Year —, Total 
Age 2 10 15 20 20Yrs. 
20 $2.67 $3.14 $3.93 $4.79 $5.74 $78.65 
25 2.74 3.27 4.21 5.23 5.98 83.57 
30 2.83 3.46 4.58 5.43 6.48 88.75 
35 2:98 816 4.71 5.90 6328 94:02 
40 3.05 3.74 5.09 6.09 6.94 97.85 
45 2.98 3.98 5.18 6.22 7.80 102.47 
50 2.93 3.82 5.10 7.00 9.26 109.78 
55 2.45 3.38 5.72 8.47 10.85 122.42 
60 1.88 3.61 7.03 10.02 13.75 145.18 
65 1.94 4.51 8.388 138.09 19.44 188.06 
20 Payment Life 
= Dividends y a. of _vear— Total 
Ag 2 i 20 Yrs. 
20 $67.43 
25 74.70 
30 83.19 
35 92.58 
40 102.42 
45 114.73 
50 131.54 
55 156.85 
60 197.41 
65 264.09 
Life Paid Up ae 85 
-—Dividends End of Year—, Total 
2 5 10 15 20 20 Yrs. 
3 $3.24 $4.08 $4.99 $5.98 $81.57 
4 3.50 4.50 5.58 6.388 89.35 
21 3.88 5.08 5.98 7.09 98.28 
58 4.41 5.46 6.70 7.62 108.30 
98 4.72 6.17 7.26 8.20 118.54 
H 32 5.37 6.68 7.83 9.52 131.51 
5 4.82 5.78 7.22 9.24 11.63 150.34 
5§ 5.11 5.14 8.67 11.57 14.08 178.71 
0 5.60 7.48 11.11 14.29 17.86 222.42 
65 7.15 9.92 14.04 18.61 20.71 284.00 
20 Year Endowment 
ane End of Year—, Total 
Age 10 15 20 20 Yrs. 
20 $2. a4 $3. 40 $4.91 $6.39 $7.76 $98.48 
25 2. 3. 5.21 6.69 7.94 103.63 
30 3 "15 109 5.66 6.95 8.20 110.36 
35 3.66 4.67 6.00 7.38 8.53 118.38 
40 4.21 5.06 6.58 7.79 8.98 127.40 
45 4.81 5.85 7.13 8.32 9.67 139.52 
0 5.66 6.50 7.75 9.42 10.67 155.94 
55 6.42 7.21 9.22 11.27 12.14 181.75 


Endowment at 65 
Dividends _— ~ ait Total 
> 20 


Age 5 10 20 Yrs. 
20 $1.56 $2.13 $3.10 $4.13 $5.22 $63.40 
25 1.73 2.39 3.54 4.75 5.70 71.40 
30 1:98 2:73 4.13 5.24 6. 49 80.93 
35 2.21 3.22 4.53 6.01 7.20 91.47 
40 8.38 4.21 5.77 6.99 8.14 111.76 
45 4.81 5.85 7.18 8.82 9.67 139.52 
50 5.09 6.72 9.32 12.11 120.30 
55 6.55 10.18 16.53 ... 103.75 


New York Life Writing 
Juvenile Insurance 


The New York Life announces that 
it will now consider applications except 
from New York state for its regular 
ordinary life and 20-payment life policies 
without disability or double indemnity 
benefits on the lives of children from 
four years old. Full face amount is ef- 
fective as soon as the policy goes into 
force. The maximum amount is $5,000 
and minimum $500. For age four, ordi- 
nary life, the premium is $15.37; 20-pay 
life, $25.08; age five, ordinary life, $15.37, 
$28.08; age six, $15.37, $25.05; age seven, 
$15.40, $25.05; age eight, $15.52, $25.13: 
age nine, $25.70 and $25.38. It is an- 
nounced that it will not issue any non- 
medical insurance at ages 4-9. A supple- 
mentary policy can be taken out on the 
applicant or parents except in Massa- 
chusetts. 


Sun Life Reduces Dividends 


The Sun Life of Canada announces 
a new reduced dividend schedule. Illus- 
trations show at age 35: Ordinary life 





—Premium, $27.90; 2nd year dividend, 
$4.59; 5th year dividend (including 


8; 20th year dividend, $5.94; 
total dividends 20 years, $101.95; 29-pay- 
life—Premium, $37.35; 2nd year divi- 
dend, $3.98; 5th year (including extra), 
$6.47; 20th year, $6.50; total for 20 years 
$99.73; 20 year endowment—Premium, 
$51.00; 2nd year dividend, $3.91; 5th 
year (including extra), $6.65; 20th year, 
$8.02; total for 20 years, $111.59. 


New England 1d Mutual Has 
New War Risk Clause 


extra), $7.1 


A new, liberalized war risk clause 
has been announced by New England 
Mutual Life. In case of death result- 


ing from a cause excluded by the new 
agreement, it provides for return of 
premiums and 3 percent interest, or the 
policy’s reserve, whichever is greater. 
According to the form used in most 
states, the prince ipal changes in the new 
war and aviation agreement, which ap- 


ply retroactively to any war risk ex- 
clusion amendment issued in recent 
moths, can be defined as follows: 


“4. The exclusion applicable to the 
death of members of the military, naval 
or air forces, applies only to service 
outside the 48 states of the United 
States, the District of Columbia, and 
the Dominion of Canada. 

“9. The aviation limitation does 
apply to travel as a fare-paying pas- 
senger on a regularly scheduled pas- 
senger flight of a licensed common 
carrier. 

“3. Any civilian limitation for two 
years from the date of issue of the pol- 
ity, including the limitation for those 
enrolled in the auxiliary or civilian non- 
combatant forces of any country at war, 
applies only to injuries incurred or dis- 
ease contracted outside the 48 states of 
the United States, the District of Co- 
lumbia, and the Dominion of Canada, 
as a result of war or any incident there- 
or.” 


not 


Philadelphia Life’s Clause 


The Philadelphia Life announces that 
temporarily the company is continuing 
to consider certain applications for poli- 
cies without a war rider. The war rider 
is being added to: (1) all policies ages 
15 to 36 inclusive; (2) single male ages 
37 to 44 inclusive; (3) applicants with 
special war hazard. 


Monumental’s New Rates 


The Monumental Life of Baltimore on 
May 1 will adopt new rates and values. 
Ordinary insurance values are on the 
American Men ultimate table, Illinois 
standard, at 3 percent and the new in- 
dustrial values are fixed on the 1941 
standard industrial table at 3 percent net 
level premium. 


Old Line Life to Change 


Old Line Life has given advance in- 
formation to policyholders that in the 
near future policies will be adopted at 
increased premiums and on a lower in- 
terest rate, in common with other com- 
panies, by reason of the reduced inter- 
est on bonds, mortgages and_ securi- 
ties. Old Line Life is at present on a 
314 percent basis. 
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have inferred that the 4 percent in- 
crease given the Wisconsin agents was 
in addition to the rate of compensation 
paid Prudential agents in other states. 
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All Agents Got Increase 


The 4 percent salary increase which 
Wisconsin industrial agents of Pruden- 
tial received under the contract recently 
signed by officials of Prudential and the 
International Union of Life Insurance 
Agents is the same as that received by 
Prudential’s industrial agents all over 
the country. The increase, which is 
due to an increase in first-year commis- 
sions and the payment of collection sal- 
ary on ordinary business of the agent’s 
debit, was put into effect at the same 
time that negotiations were being con- 
ducted by the union and the increase 
was incorporated into the contract with 
the union. From an item which ap- 
peared in the March 20 issue of THE 
NATIONAL UNDERWRITER readers might 
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pena Seems Tax Issues 


(CONTINUED FROM PAGE 2 





life insurance. In 1918 the $40,000 
would earn interest of about 5 percent 
or $2,000, whereas the $40,000 today 
will yield interest of less than 3 percent, 
giving his dependents only about $1,200, 
and during the earlier period, the pur- 
chasing power of the dollar was greater 
than it is today. 

If the middle class is to be given ade- 
quate consideration, then the tax in- 
centive offered by the life insurance 
exclusion must be continued and the 
$40,000 level at least must be maintained. 

Mr. Zimmerman took up the problem 
of the estate tax on proceeds of life 
insurance policies, tracing the confused 
state of affairs insofar as taxation of 
proceeds in excess of $40,000 are con- 
cerned. The N.A.L.U. strongly is urg- 
ing Congress to clarify the situation by 
an amendment which will in effect and 
without doubt apply the incidents of 
ownership tests to the taxability of life 
insurance. The amendment suggested 
to the committee by the American Bar 
Association, he declared, would seem to 
be entirely satisfactory. 

“The association recommends to the 
Congress that the existing confusion as 
to the circumstances under which the 
gross estate includes amounts received 
under life insurance policies insuring the 
decedent’s life and receivable by bene- 
ficiaries other than the executor be 
clarified by an amendment of section 
811(g) of the internal revenue code to 
make it clearer that the proceeds of such 
life insurance policies are not to be in- 
cluded in the gross estate unless the 
decedent at the time of his death 
possessed some of the legal incidents of 
ownership. To this end the following 
amendment (by adding the _ italicized 
words) is suggested: 


Proposed Amendment 


“Section 811(g) proceeds of life insur- 
ance—To the extent of the amount 
receivable by the executor as insurance 
under policies taken out by the decedent 
upon his own life; and to the extent of 
the excess over $40,000 of the amount 
receivable by all other beneficiaries as 
insurance under policies taken out by 
the decedent upon his own life and of 
which the decedent possessed at the time 
of his death any of the legal incidents of 
ownership.” 

Until such time as Congress may 
clarify that section, the N.A.L.U. has 
urged the Treasury to issue a new 
decision similar to the famous TD 5032, 
but advancing the date to some future 
time, such as Jan. 10, 1943. This would 
permit policyholders to place their 
estates in order under existing condi- 
tions; would stop the lapsation of insur- 
ance; would stop the twisting of in- 
surance by those who advise clients to 
cancel out policies containing many 
favorable options, features and values 
and to replace it with new insurance 
to be applied for by someone other than 
the insured with premium paid by some- 
one other than the insured, such new 
policies containing less favorable options, 
features and values. 

The N.A.L.U. will continue to sponsor 
legislation providing that proceeds of 
policies that are made payable to the 
Treasury and earmarked for purposes of 
federal estate taxes should themselves 
be exempt from federal estate taxation. 

According to Mr. Zimmerman, Sec- 
tion 22(b) 2 of the regulations should 
be amended to make it clear that the 
proceeds of life insurance are not sub- 
ject to income tax when received by a 
beneficiary closely related or otherwise 
dependent upon the bounty of the in- 
sured or by a business or by anyone 
else having an insurable interest in the 
insurance. At present, hardship is caused 
by the fact that if a business must be 
reorganized or discontinued and insur- 
ance has been purchased on the life 
of a key executive, if anyone other than 
the insured takes over the policy for a 
valuable consideration, then in the event 
of death of the insured the difference 
between the consideration paid and the 


face amount of insurance will be sub- 
ject to income tax. This forces the 
assured frequently to cancel off the in- 
surance and replace it with new insur- 
ance at a loss to all concerned or if the 
insured is uninsurable the policy is 
severely penalized through income taxes 
because of circumstances beyond his 
control. 


Pension Trust Questions 


Mr. Zimmerman analyzed the recom- 
mendations of the treasury department 
insofar as pension trusts are concerned. 
Because the pension trust has been rec- 
ognized as a sound social instrument 
certain types of incentives have been 
given to qualified pension trusts. The 
Treasury Department’s current recom- 
mendations are due to the fact that a 
few selfish individuals have endeavored 
through setting up of pension, profit 
sharing or bonus trusts to avoid pay- 
ment of taxes. The N.A.L.U. is in favor 
of closing the loopholes of tax avoidance 
in connection with pension trusts. 

The Treasury recommends that the 
contribution of the employer to the trust 
be fully vested in the employe; that the 
trust cover either 70 percent or more 
of the employes, excluding those who 
have been employed for a period of not 
exceeding five years or of such employes 
who qualify under a classification found 
by the commissioner not to be based 
upon favoritism to employes who are 
officers, shareholders, supervising em- 
ployes or highly compensated employes; 
that the system of contributions and 
benefits should not discriminate in favor 
of officers, shareholders, supervising or 
highly compensated employes and that 
pension benefits of an employe shall not 
exceed, for example, $7,500 per year. 

The N.A.L.U. believes that full vest- 
ing of the employer’s share will increase 
the cost to the employer of self admin- 
istered and group annunity plans any- 
where from 40 to 200 percent. Such an 
increase in cost would alter the istalla- 
tion of future pension plans and bring 
about the discontinuance of many that 
are now in effect. Moreover, the higher 
contribution of the employer the less 
income would flow into the Treasury 
from corporation taxes, since this con- 
tribution of the employer under a valid 
pension trust is deductible by the cor- 
poration as a legitimate business ex- 
pense. 

The N.A.L.U. believes that no limita- 
tion of the amount of pension should be 
set. 

Mr. Zimmerman referred to a ruling 
of the department that where an em- 


insurance 





ployer maks a contribution to a pension, 
profit sharing or bonus trust if the 
contribution is used in the purchase of 
individual life insurance policies by the 
trust, then that portion of the employ- 
er’s contribution which purchases the 
insurance protection shall be considered 
income to the employe in the year in 
which the contribution was made and 
subject to income tax. Mr. Zimmerman 
observed that this ruling discriminates 
against individual life insurance poli- 
cies as a means of carrying out the 
provisions of pension trusts. The reve- 
nue that can be raised is so small and 
the complications in figuring the life 

portion of an employer’ er’s 


contribution so involved that the ruling 
will be extremely difficult to administer. 

The Treasury Department has recom- 
mended that section 42 of the Internal 
revenue code be clarified. This section 
has been interpreted in such a way that 
if applied to a life insurance agent, the 
commuted value of deferred first year 
renewal commissions would be bunched 
in the year of death and subject to in- 
come tax in that year and then to federal 
estate tax. The Treasury Department 
recommends that the section be 
amended so that the deferred first year 
and renewal commissions would be com- 
muted and subject to federal estate taxes 
but would not be subject _to income 
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INSURANCE 
CARRIES 


During the past century Americans, by wise 
foresight and steady effort, have built a strong, 
dependable system of family security—a sys- 
tem whose very keystone is the ideals of the 
Constitution of the United States—a system of 
life insurance security that has protected each 
of us in personal and family adversity. 


ON 


Today we are engaged in a great war of civil- 
ization and our life insurance protection car- 
ries on—Family security for the future as well 
as a steady stream of dollars for the vital war 
industries on which our national security de- 
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taxes until and as they are received by 
the estate or heirs. 

Mr. Zimmerman recommended that 
there be adopted some sort of income 
tax saving incentive such as exists in 
England where there is a refund of in- 
come taxes within certain limitations to 
the life insurance premium payer. A 
memorandum will be filed with the 
house ways and means committee in this 
connection. However, this will not be 
pressed at the present time. 


Mr. Zimmerman expressed the belief 
that the amendment to the law dealing 
with registration of pension trusts as 


proposed by the Securities & Exchange 
( ommission has been abandoned. Hence, 
it is safe to assume that where the funds 
in the pension trust are invested in life 
insurance or annuities no registration 
with the SEC will be required. 

Insofar as the Soldiers & Sailors Civil 
Relief Act and National Service Life 
Insurance is concerned, the committee, 
Mr. Zimmerman said, has started a 
course of action “which will be bene- 
ficiai to all parties involved.” 


Benefits for Agents 


If and when the social security act is 
amended, Mr. Zimmerman said, the life 
insurance man as an independent con- 
tractor will come under the old age and 
survivorship benefits along with pro- 
fessional men, agricultural workers, sole 
proprietors and other groups that are 
not now covered. The N.A.L.U. favors 
such a setup but it also insists that the 
agent must not be brought under the 
unemployment benefit section. 

Mr. Zimmerman predicted that the act 
will not be amended for at least six 
or seven months to come. 


Social Security Taxes 


Mr. Zimmerman assailed the recom- 
mendation of the President that social 
security taxes be increased to a point 
where two billion dollars of additional 
revenue will result and the benefits of 
the act be expanded to include hospi- 
talization, accident and health and in- 
creased unemployment compensation 
benefits. An increase in social security 
taxes over and above the point needed 
to support benefits is dishonest and dan- 
gerous, he declared. If the administra- 
tion desires to increase revenue through 
payroll taxes similar to social security 
taxes for current operating expenses of 
the government then the administration 
should in so many words inform the 
people that it is proposing a payroll tax. 
If social security taxes are increased 
with no corresponding increase in bene- 
fits then within a short time there will 
be a demand for increased and expanded 
benefits, and to do so would make so- 
cial security a political football. The 
taxes today that are being collected for 
social security benefits are being used 
for the every day running expenses of 
the government and when the benefits 
become due it will be necessary to tax 
the public all over again so that they 
may be paid. If the benefits are further 
expanded there is grave danger that the 
entire structure will collapse. 

Mr. Zimmerman stated that there 
have been many other proposals made 
to Congress that are dangerous. For 
instance, there are proposals to furnish 
national service life insurance to civilian 
workers in government industries; to 
furnish compensation indemnity and 
death benefits to those engaged in civ- 
ilian defense duties whether voluntary 
workers or paid workers; proposals to 
give $5,000 or $10,000 of group insurance 
to all service men; to remove the $10,000 
limit on national service insurance; to 
give each man in the armed services 
$5,000 of paid up life insurance. If the 
army should be extended to include 10,- 
000,000 men and each was given $5, 000 
of paid up insurance that would even- 
tually cost the taxpayers 50 billions of 
dollars. 

None of these proposals are really 
insurance measures, he declared. They 
are in effect pensions, bonuses, outright 
gratuities. 


Albert Hirst’s booklet “When a Man 
Dies” should be in the hands of every 
one of your large clients. Four copies $1. 
Order from National Underwriter. 


Sale of Foreclosed 
Real Estate Urged 


(CONTINUED FROM PAGE 3) 


whose wages have already increased 
considerably and who because of union- 
ization will be able to maintain the 
present scale even after the war. This 
indicates a fairly good demand for 
houses as well as apartments catering 
to people with an income below $5,000. 

Of even greater importance, said Dr. 
Nadler, is the role which the govern- 
ment may play in housing after the 
war. Plans to counteract post war de- 
flationary forces center a great deal 
about housing. This means increased 
building financed through the aid of the 
F. H. A. as well as large slum clear- 
ance projects. Past experience  indi- 
cates that increased building activity, 
resulting in modern, lower rent hous- 
ing with all the latest improvements has 
an adverse effect on older real estate, 
particularly older apartment houses ca- 
tering to people with small incomes 
who at the first opportunity will leave 
to move into new projects erected by 
the government. The role that the gov- 
ernment is bound to play in the post 
war reconstruction period in housing 
should be carefully considered by real 
estate owners and mortgagees in ap- 
praising the future value of properties 
they hold, Dr. Nadler warned. 
Bearish on N. Y. City 

Dr; 


Nadler drew a somewhat pessi- 


mistic picture of New York City and 
the greater metropolitan districts. He 


of 
lines which formerly made New 


mentioned the considerable exodus 
many 


York a great industrial center. The 
financial center of New York has al- 
ready suffered and it is doubtful 


whether it will ever regain its previous 
position. Decentralization has already 
set in and the head offices of many cor- 
porations have already been moved out 
of New York City. This trend may con- 
tinue during and ‘after the war and may 
be accentuated by the decentralization 
of industry that is taking place. 

Another factor affecting New York 
City, said Dr. Nadler, is that the eco- 
nomic center of the world has shifted 
to the western hemisphere and it is 
likely that the shipping from Gulf ports 
and from the west coast will play a 
much more important role than ever 
before, with trade with Europe being 
relegated to a position of much less 
importance than before the war. In 
addition, there is at least a possibility 
that increased use of the airplane may 
accelerate the decentralization of in- 
dustry, Dr. Nadler observed. 


Offers Specific Suggestions 


Dr. Nadler offered the following 
suggestions as the best policy under the 
present circumstances for institutions 
like life companies and savings banks: 
Sell as much real estate as possible. In 
doing so, two objectives are achieved, 
the institutions’ assets are strengthened 
and the people’s purchasing power is re- 
duced. The latter is of the utmost im- 
portance at present when the demand 


for merchandise is surpassing the 
supply. 
Second, all mortgages should have 


amortization provisions. Wherever pos- 


FARM MORTGAGES 

Long established La Salle Street 
(Chicago) Farm Mortgage Banker is 
in position to place large volume of 
farm and suburban, first mortgages 
within 60 mile radius of Chicago. 4 
and 41 percent interest. 10 Year 
loans. Desires to act as loan corre- 
spondent for life insurance company 
in this area. Address P-52, The Na- 
tional Underwriter, 175 W. Jackson 
Blvd., Chicago, IIL 














sible these amortizations should be in- 
creased, This applies particularly to 
those borrowers whose income has ma- 
terially increased as a result of the war 
effort. Increasing the amortization 
will improve the mortgages and at the 
same time reduce the purchasing power 
otf the people. Another reason for 
doing everything possible to increase 
the equity of the owners is that when 
repair and maintenance of property are 
becoming so much more difficult and 
expensive than in the past, repair bills 
may accumulate and then there is the 
danger that after the war a number of 
home owners may turn their properties 
over to the mortgagees and apply the 
money that it would cost to repair the 


buildings toward the purchase of new 
homes. 
Dr. Nadler said that while the real 


estate and mortgage problem confront- 
ing institutional investors is a serious 
one, yet in view of the increase in real 
estate values that is bound to take 
place during the war these institutions 
are offered the possibility of liquidat- 
ing most of these problems and putting 
themselves in a position to play an im- 
portant role in the country’s economic 
life. 


Drop Objectionable 
Feature of Bill 


(CONTINUED FROM PAGE 3) 


child even though they did not work or 
live in New York state. 

Some life insurance men felt that the 
proposed amendment was broad enough 
to permit writing group life insurance 
on employes anywhere in the world so 
long as the applicant—the employer— 
was located in New York state. How- 
ever, not only did the New York de- 


partment take a contrary view but Mr. 
Roosevelt wrote to C. D. Connell, gen- 
agent 


eral Provident Mutual, New 
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York City, and chairman of the general 
committee of the New York State Life 
Underwriters Association, giving assur- 
ance that the savings bank life insur- 
ance trustees had no intention of writ- 
ing group insurance outside New York 
state and pledging support of an 
amendment at next year’s session which 
would make this perfectly clear. 

It was not practicable to alter the 
provision in the present bill, as by the 
time the question came up the bill had 
advanced so far that its chances of 
passage would have been seriously 
jeopardized by having the change made. 


H. W. Day Made Office Manager 


Harry W. Day has become office 
manager in charge of Hays & Brad- 
street, general agents New England 


Mutual Life in Los Angeles. 

Following graduation from the Uni- 
versity of Oklahoma in 1930, he was 
selected by Equitable Society for train- 
ing at the home office for cashier du- 
ties. He served in the cashier’s office 
of the Oakland agency of Equitable, 
and then went to Los Angeles. 


Agency Fetes Masterson 

In recognition of his 32d anniversary 
with Equitable Society, W. H. Master- 
son, Newark manager, was tendered a 
luncheon by his agency staff. He went 
to Newark in 1910 as assistant cashier, 
became cashier about a year later and 
manager in 1925. 

He is vice-president of the General 
Agents & Managers Association of 
Northern New Jersey. 
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Commonwealth Agency Marks 10th Year 








The 10th anniversary of Common- 
wealth Life’s northeastern Ohio agency 
was celebrated recently with a dinner at 
Youngstown. Appearing in the above 
photograph are Marcel Dreyfus, who 
opened the Youngstown and Cleveland 
territory for the company and is still 
general agent for that area; Morton 
Boyd, president of the company; S. T. 
Weinstein, associate general agent; A. 
Walton Litz, manager of ordinary agen- 
cies; Louis Rosenbaum, special repre- 


sentative. Cutting the cake is Jule Drey- 
fus, daughter of Mr. Dreyfus. 

Gayle Prather, home office supervisor, 
acted as toastmaster for the occasion. 
President Boyd and Mr. Litz took part 
in the program. Joe Letto, secretary to 
the mayor of Youngstown, and Jack 
Sickinen, president of the Youngstown 
Life Underwriters Association, were 
guest speakers. 

The Dreyfus agency led the company 
in ordinary production in 1941. 








“Ad” Men Have Big Meeting in N. Y. 


(CONTINUED FROM PAGE 4) 





The trend toward government control 
will be pushed by many in government 
during the war. 

Of all investments made by the 
American public in the last 15 years, 
life insurance has proved safest and the 
best, he said. It certainly has been 
better than common stocks. It has 
been better than real estate. In New 
York real estate is selling at 50 percent 
of its assessed valuation—not 50 cents 
on the dollar at some fancy 1929 price, 
but 50 cents on the dollar valuations 
set by the city for taxing purposes. In- 





Life Advertisers Association officers at 
Eastern Round Table meeting: 

Bart Leiper, Provident Life & Accident, 
vice-president; Harry V. Wade, Standard 
Life, Ind., treasurer; and A. Scott Ander- 
son, Equitable Life, Ia., president. 


surance has been better than mortgages, 
and it has been better than many bonds. 

But how many policyholders realize 
that? How many Congressmen and 
brain trusters? 

With heavier taxes and purchases of 
war bonds the emphasis for the dura- 
tion should be on low cost protection, 
he suggested, with advertising directed 
to the industrial worker and the farm 
group. But, he cautioned, after the war 
the financial status of some of these in- 
dustrial workers and farmers will de- 
cline. It did temporarily for the worker 
after 1918, and for the farmer much 
longer. So selling efforts must be 
gauged to what these individuals can 
reasonably be expected to carry on af- 
ter the war boom. 

One of the outstanding talks of the 
meeting was given by A. Gray, 


assistant secretary Prudential, who told 
what the advertising department can do 
for the agent. A prospect’s mind must 
be put through three steps, interest, de- 
sire and motivation, before he buys 
anything. Motivation is simply the 
process of making the value seem 
greater than the cost. 

Interest can be aroused by telling the 
prospect something he doesn’t know or 
by reminding him of something he has 
overlooked. Mr. Gray suggested three 
questions to arouse interest: “Have 
you ever heard of a doctor being pen- 
sioned by his patients?” “What would 
you think of a plan that would enable 
you to make your will, before you had 
even made your money, and still know 
that the terms of that will could be car- 
ried out?” “If you could get a substan- 
tial discount on your inheritance tax by 
paying it now, would you be interested?” 

Desire is created by telling the pros- 
pect what life insurance will do for him 
and enable him to do for those who are 
so dependent on his doing it, he said. 
Then, meet his objections by insisting 
that he buys life insurance, as he buys 
everything else, not with money but 
with the things he does without. 


N. A. White’s Paper Excellent 


Nelson A. White, Provident Mutual, 
was unable to attend because of illness 
and his paper was read by C, Sumner 
Davis of the same company. 

Mr. White stated that in spite of the 
war crisis people have not changed in 
their attitude toward life insurance. 
While markets may shift, the sales 
task remains practically the same. The 
big question is, “What do people think 
of the institution of life insurance as a 
mechanism for winning the war?” The 
job is to tell them of the essential func- 
tion of life insurance in the American 
economy, of its investment in govern- 
ment bonds, in industries supplying the 
materials of war, etc. The constant 
flow of life insurance payments to bene- 
ficiaries and policyholders is a cushion 
of security that builds and maintains 
morale. 

Mr. White pointed out that no gov- 
ernment will act counter to public 
opinion, and no public opinion will act 


counter to its own welfare if properly 
and amply informed. 

Mr. White commented on the prog- 
ress the L.A.A. has made in its nine 
years. There were 42 at the opening 
session. Today there are 135 member 
companies. 

H. A. Richmond, Metropolitan Life, 
presided over the first day’s session and 
David W. Tibbott, New England Mu- 
tual, was chairman at the closed session 
on Friday. 

The war situation may not make 
women good prospects for life insur- 
ance, but should make it more apparent 
to life insurance companies that they 
always have been, Miss Margaret 
Divver, John Hancock Mutual, said in 
a discussion of changes in market 
caused by war. It is estimated that 2,- 
000,000 women workers will be needed 
in defense industries, and their earnings 
will be substantial. Until they come 
into the foreground new business can 
be produced among women now em- 
ployed and sales can be developed to 
women along new lines. Miss Divver 
suggested cultivation of a potential 
market which has been overlooked up 
to now, that of women in the home. 
Women can be sold life insurance as 
readily as men, she said. 

George H. Kelley, New York Life, 


said life insurance men no longer should 
envy those with something tangible to 
sell: there are no priorities on life in- 
But life advertisers do have 


surance. ; 2 
to use paper, ink and _ engravings 
judiciously. He advised elimination of 


booklets that don’t give full value, and 
in those used the window dressing 
should be cut out. Slightly heavier 
type faces will help on inferior paper, 
and photos should be retouched. 

E. Paul Huttinger, second vice-presi- 
dent, Penn Mutual, and Earl R. Trang- 
mar, Metropolitan Life, participated in 
the closed session. 

H. W. Roden, president Harold H. 
Clapp, Inc., Jersey City, spoke at the 
luncheon Friday. He said that in this 
war advertising has a great opportunity 
to take the offensive, to demonstrate 
its power and ability in disseminating 
war information and instruction. 

Henry Hoke, editor of The Reporter 
of Direct Mail Advertising emphasized 
the need of continuing advertising dur- 
ing the war to keep the business, name 
known to the public. One large com- 
pany whose products have been 
“frozen” by priorities is continuing its 
advertising in as full a way as ever so 
that its name will not be forgotten 
when people can buy from it again. Mr. 
Hoke made several suggestions for 
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using direct mail in war. They are: 
Venture into new markets because these 
are changing; try for simplicity in for- 
mat and style; organize material re- 
quirements and remember Pearl Har- 
bor but don’t wave the flag. 


IN U. 5. WAR SERVICE 


Three men of the Chicago office of 
Fred S. James & Co. have been named 
second lieutenants in the army. John 
Willis, assistant to C. F. Lundquist, 
manager of the life and accident depart- 
ment, was commissioned from reserve 
in the infantry and assigned to Fort 
Benning, Ga. Henry U. Howland of the 
same department has been assigned to 
Fort Lewis, Wash. Herbert L. Nichols 
broker, was commissioned in the artil- 
lery after training at Fort Sill: He €n- 
tered service as a private in the drait. 

Three more members of the Ohio 
State Life staff have joined the armed 
forces. They are Arthur Geyer and 
George D. Weakley of the home office 
staff and Thomas Bonacci, formerly of 
the home office, now with the Pitts- 
burgh agency. Ralph E. Pottker, asso- 
ciate general agent at Peoria, is a navy 
lieutenant on duty in the Pacific area. 

Ed Muhsfeld, superintendent of home 
office building of Pacific Mutual Life, is 
now on duty as a first lieutenant in the 
ordnance department, U. S. Army. 

Eugene Boisaubin, General American 
Life, St. Louis, is now in service as en- 
sign in the navy. 

Ralph C. Lowes, who for many years 
was with his father, the late R. cS. 
Lowes, Sr., as general agent of Lincoln 
National Life at Peoria, Ill, now is a 
lieutenant commander in the navy. He 
passed through Chicago last week 
en route to the Pacific Coast. Lt. Com. 
Lowes is an Annapolis graduate and 
served in the first world war. 

James D. King, general agent Berks- 
shire Life in Baltimore, has enlisted in 
the navy with the commission of lieu- 
tenant-commander. He is at present 
stationed in Washington. 

John Floyd, Northwestern Mutuai 
district agent at Arkansas City, Kan., 
for 30 years and a former vice-president 
of the Kansas Life Underwriters Asso- 
ciation, has reported for active service in 
the army at Omaha with a captain’s 
commission. 

Frank W. Sutton, Equitable Society, 
national committeeman and past presi- 
dent of the Coffeyville (Kan.) Life Un- 
derwriters Association, is now a captain 
in the army, stationed in Washington, 
Ea Gs 

Carl Ledgerwood, for several years 
agency director in St. Paul of New York 
Life, has entered the administrative 
branch of the army as a major. He is 
succeeded in St. Paul by S. A. Geise, 
recently agency director at Eau Claire, 
Wis. 

J. Smith Ferebee, one of the outstand- 
ing agents of the Warren V. Woody 
agency of Equitable Society in Chicago 
the past two years, has entered service 
with the navy. He is a lieutenant, senior 
grade, with headquarters in Chicago. 
Mr. Ferebee received national newspa- 
per attention several years ago when he 
won a four-day, 600-hole transconti- 
nental golf marathon. This he under- 
took as the result of a wager with a 
Chicago associate for half of a Virginia 
plantation. The bet provided for the 
playing of 600 holes of golf in four days, 
a minimum of 72 in each of eight cities 
from coast to coast. He made his way 
across country by plane, and played a 
good many of the holes after dark, aided 
by floodlights. 

Ernest Palmer, Jr., young Chicago at- 
torney and son of the former insurance 
director of Illinois, has received an en- 
sign’s commission and is with the Navy 
procurement office in Chicago. His 
brother, Bradley Palmer, who is special 
agent for Aetna Casualty in Chicago, 








has been sworn in and will enter the en- 
signs’ training school at Abbott Hall in 
Chicago this summer. 


Richard B. Porter of the J. H. 
Cowles agency of Provident Mutual 
Life in Los Angeles has been called 


into service as a captain in the army. 
He reported to Ft. Douglas, Utah, for 
assignment. He served in the first 
world war as a captain of artillery. 

Jay “Ducky” Holmes, general agent 
in Pittsburgh for Northwestern Na- 
tional Life, famed football player years 
ago at University of Nebraska, and for 
21 years a football official, has returned 
to army’ service as a major in the in- 
fantry at Fort Meade. He was a cap- 
tain in the first war and later received 
a major’s commission. 

Charles F. Harris, supervisor of ap- 
plications of State Mutual Life, has 
been called to active duty as a captain 
in the army finance department, in 
Washington. He was given a farewell 
dinner by 40 associates, who presented 
him an order for army equipment, and 
a bound volume of signatures of those 


present. Donald F. Mix, manager of 
conservation of State Mutual, was 
toastmaster. Chandler Bullock, presi- 


dent, and Ross B. Gordon, vice-presi- 
dent, attended. Mr. Harris was an avi- 
ator in the first world war. 


Plans Under Way for Kan. 
Short Course Aug. 3-15 


The second short course in life under- 
writing jointly sponsored by the Kansas 
State Association of Life Underwriters 
and the National association will be held 
at the University of Kansas, Lawrence, 
Aug. 3-15. The first course given last 
year was in the nature of an experiment 
and proved highly successful. Agents 
and home office men attended from 
Oklahoma, Nebraska, Missouri, Colo- 
rado and Kansas. 

A basic course is presented the first 
week, designed especially for less expe- 
rienced underwriters and dealing primar- 
ily with situations in small cities, towns 
and rural communities. The advanced 
course is given the second week, cover- 
ing properties and their income in com- 
parison with life insurance and current 
problems affecting the business. The 
faculty is composed of university people 
and insurance men and the course is 
interspersed with open forum discus- 
sions. 





Sue on Cal. Annuity Tax 


SAN FRANCISCO—Five life com- 
panies have filed complaints in superior 
court here against the state board of 
equalization to recover taxes paid on 
annuity premiums under protest. 

The complainants state that taxes 
were levied on certain considerations 
and deposits received in 1941 and that 
the board should have deducted refunds 
and cash values paid to holders of annu- 
ity contracts. 

The total amount 
suits is $241,486, 

Companies filing the suits are Aetna 
Life, National Life of Vermont, Equi- 
table Society, Fidelity Mutual Life and 
Phoenix Mutual Life. 


involved in the 
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More Stress on 


Term in “Barron’s” 


NEW YORK—The hidden values in 
life insurance are still hidden, for all 
that can be gleaned from “Barron’s” 
fourth article devoted to “Hidden Val- 
ues in Your Life Insurance. In this 
week’s piece Author B. W. Levmore 
takes up the variations from the stand- 
ard contracts, such as family income, 
family protection, and mortgage protec- 
tion. He concedes that they are good 
contracts for certain situations but in 
each case points out that the same re- 
sult could be gained by buying the term 
portion separately. 

In the family income contract he crit- 
icizes the fact that the decrease in the 
term portion year by year cannot be 
arrested if changing circumstances were 
to make this desirable. Of the family 
protection policy he says: “... This is a 


useful contract but contains nothing 
that could not be bought separately— 
provided the purchasing were _intelli- 
gent. And one disadvantage remains. 
The program is rigid. There can be 
little change. If two separate policies 
provided the same program there would 
be the added advantage of greater op- 
portunity for alterations in case the fam- 
ily situation changes.” 

Mr. Levmore doesn’t like the manda- 
tory automatic reductions in the cover- 
age on mortgage protection policies 
though he concedes that “in some cases 
such policies can be recommended, as 
when there is a fixed income from a de- 
pendable source.” This would seem to 
toss the mortgage protection policy idea 
out of the window except in very rare 
situations. 


The “Boosters Club” of the Hacken- 
sack, N. J., district of John Hancock 
Mutual Life, has elected A. E. Zimmer- 
man president; P. J. Orsini, vice-presi- 
dent; R. V. Bennett, secretary. 








Total Assets 


Paid During 1941: 
Death Claims 








Annual Dividend 


Rate of Interest Received 


THOS. R. HEANEY 
High Secretary 








A Record of Continued Progress 


SOME SALIENT STATISTICS TAKEN FROM THE ANNUAL 
INSURANCE REPORT OF THE 


CATHOLIC ORDER of FORESTERS 


YEAR ENDING DECEMBER 31, 1941 
ib kotha ask eek eigete Se $2,702,115.12 


Gross PROFIT on Sale of Maturity of tect 2 pees at 
Total Income from all Sources........... 


Bere Nee en varsertene cet RAT Oana $ 2,025,759.17 
Permanent Disability Claims.......... 
Double Indemnity Benefits............ 


Cash Surrenders and Old Age Settlements.......... 


Batlare cis Slee Kot ereyetnca hte ste rane $2,903,587.70 


Record for Past Five Years 


DBA «2 ee omncuente soci ane nye ee ean ne MBGYS NORT occ cndctienah cciatateot 80.51% 
IBS e 25s he ut tea ee BI)” GIES) ols. ave os area 77.90% 
1/5 Jee en nore Mt AGG a, MSD © car cts ee eee 77.55% 
[1 ORAS ga Reeet eee ere eerie a, 6” Ate NNIGAO! in ccccsie suse ctoveciunwer 77.56% 
I ee ace ieee Re eer Bagi MEGANE 2s oc ac luaus ceedae 75.50%, 
Ratio of Solvency 
ae arr eee 111.98% 
APO Lh 2 > Seton tenerte ice eae ere 113.01% 
| eee Reereteee penats Mew ees ere keh at 115.16% 
Jf Ry eae ae enn Wine a, Sema” 119.27% 


Janie eine ee 121.46% 
i hickalen ears a ieee $80,050, 129.53 
HIGH COURT OFFICE 


30 North La Salle Street 
Chicago, Illinois 


1,615,945.40 
16,768.17 
4,579,217.99 


11,145.00 
7,500.00 
643,798.46 
211,479.18 


Actual to Expected Mortality 


THOS. H. CANNON 
High Chief Ranger 

















ONE 


OF THE MANY 
GREAT FRATERNALS 


Ar ASSOCIATION for LUTHERANS 
APPLETON, WISCONSIN 








XUM 








ea 


April 3, 1942 


LIFE INSURANCE EDITION 


25 








LEGAL RESERVE FRATERNALS 





Catholic Order 
of Foresters Has 
Strong Showing 


Catholic Order of Foresters, in its 
1941 annual financial statement, makes 
an excellent showing. Assets now 
amount to $40,969,062. There was re- 
ceived from members last year a total 
of $2,702,115 and interest received was 
$1,615,945. Total income was $4,579,217. 
Death claim payments amounted to 
$2,025,759 and total benefits and pay- 
ments to members were $2,903,587. 

The ratio of solvency stood at 121.46 
as compared with 119.27 the previous 
year. The rate of interest received was 
1.4 percent which was only minutely 
smaller than the 1940 record of 4.52. 
The mortality experience showed an 
improvement with a ratio of 75.5 as 
compared with 77.56 the previous year. 

Thomas H. Cannon, high chief ranger 
of Catholic Order, is one of the great 
men in the fraternal ranks and Thomas 
R. Heaney, high secretary, is president 
of the National Fraternal Congress. 


N. Y. Calls for 
Disability Reserves 


The New York department has di- 
rected the attention of all fraternal so- 
cieties operating in the state to the code 
provision requiring that certain reserves 
be set up for disability when disability 
benefits are included in the contract. 
Generally, premiums are apportioned 
among the mortuary, disability, expense, 
old age and relief funds, but the societies 
have not been setting aside the required 
reserves for disability. 

The code provides rates must be ade- 
quate on the basis of tables which are 
based on reliable experience, with a 4 
percent interest assumption. If policies 
provide that total disability shall be pre- 
sumed permanent whenever disability 
has existed continuously for nine months 
or less, reserves must be computed on 
the so-called class III table, and 4 per- 
cent interest, otherwise Hunter’s table 
and 4 percent interest. 


Other Reserves Required 


Reserves for unearned premiums and 
disabled lives must be maintained in ac- 
cordance with standards prescribed by 
the superintendent in case benefits are 
provided for death or disability resulting 
solely from accident or in case of tem- 
porary disability resulting from sickness. 


Bradshaw Urges Selling 
Policies for Protection 


Life insurance for protection purposes 
rather than investment was emphasized 
by: President De Emmett Bradshaw of 
Woodmen of the World, Omaha, in his 
report to directors at the mid-year. 

“Fraternals taught the public the nec- 
essity for life insurance for family pro- 
tection and that is the doctrine which we 
should preach today,” he said. “Let us 
continue our appeal to protection rather 
than to the money-making instinct. 

“There is now, and will be, increasing 
necessity for our fraternal service. Men 
will continue to hunger for genial associ- 
ation with individuals who are the 
avowed promoters of better fraternal re- 
lationships. Together with these prac- 
tical ideals of service and association, 
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our low-cost financial security for fam- 
ily protection will be more and more 
compelling.” 

Mr. Bradshaw condemned the lack of 
war consciousness in this country and 
the complacency due to the idea of con- 
tinental security. Our forces face the 
severest type of fighting, he said. 





Commissioner Berry Talks 


Commissioner Berry of Michigan 
will speak on “The Lodge as an Agency 
of Members” at the quarterly luncheon 
in Lansing April 6 of the Michigan Fra- 
ternal Congress. Field agents, district 
managers and society officers will at- 
tend. Arrangements are being made by 
M. C. Ladd, Gleaner Life, president 
state congress. Among the guests will 
be N. J. Williams, president Equitable 
Reserve. 





Talbot Denies Press Story 


LINCOLN, NEB—R. H. Talbot, di- 
rector Modern Woodmen, denied the 
story circulated by a press wire asso- 
ciation that he had resigned as a result 
of a lawsuit in which he had been sued 
for $50,000 for slander by George Hat- 
zenbuhler of Bloomington, IIl., a for- 
mer director who resigned because of 
a dispute over an expenditure criticized 
by other directors. Hatzenbuhler com- 
plained that Talbot, before witnesses, 
accused him of having stolen the $5,000 
involved. The jury found he had been 
wrongfully accused, but placed damages 
at $1. 


Plan for 3,000 in Chicago 


The National Fraternal Life Insur- 
ance Week observance in Chicago will 
be held at 8 p. m. May 5 in the Mural 
Room of the Morrison hotel which ac- 
commodates 3,000 persons. The com- 
mittee headed by C. D. DeBarry, Cath- 
olic Order of Foresters, met this week 
to make plans for entertainment and the 
selection of speakers. 








Maccabees Employes Contribute 


Twenty home office employes of 
Maccabees in Detroit donated blood to 
the Red Cross blood bank in a drive by 
the fraternal’s “Victory Council” of ex- 
ecutives and employes. The Council 
will serve for duration, leading war 
work among the 250 employes. 





Mrs. Clara B. Cassidy, Georgia mana- 
ger of Woodmen Circle, has been 
awarded the Fraternal Insurance Coun- 
sellor degree by the Fraternal Field 
Managers Association. 


Renewal Income 
Dependable Now a 


The financial position of a great many 
agents is a good deal healthier today 
than it was two or three or four years 
ago because of the very greatly im- 
proved persistency of business. In other 
words renewal income is something that 
can really be depended upon these days. 
There was probably never a period in 
the business when insurance has re- 
newed as well as it is these days. In the 
depression days one of the most sicken- 
ing experiences of agents was the evapo- 
ration of renewal accounts that had 


been depended on, when so much busi- 
ness was either going right off the books 
or was running on extended insurance. 





Cantelon Explains New Line 


Gordon Cantelon of the Great-West 
Life agency department, who is in this 
country visiting the company’s branches, 
conducted two meetings in Chicago 
Thursday. One was for the Great- 
West managers and supervisors in the 
territory. Mr. Cantelon explained the 
company’s new accident and promo- 
tional plans. In the afternoon he ad- 
dressed a meeting of the Decatur, IIl., 
and Gary-Hammond, Ind., districts, 
similarly telling of the new coverages, 
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Total Assets .... 


New Business 
Membership 


DETROIT 








Insurance in Force 203,960,097.00 


Many thousands of words could be written about The Maccabees—how 
progressive it is; how modern its insurance plans; how strong its financial 
structure; how constant its growth. But a quick look at four simple figures 
tells that story more effectively than could the most glowing of adjectives. 
There is reflected a true measure of The Maccabees’ stability and strength. 
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New 1941 Business in Tennessee Is Given 





Total new paid business in Tennessee 
in 1941 was $373,294,282, of which $121,- 
105,115 was ordinary, $177, 918,356 was 
industrial, and $74,279,811 group. 

Tennessee 1941 new business for the 
following companies is ordinary except 
as indicated by “G” for group and “I” 
for industrial. 7" indicates ordinary 
for those companies writing more than 
one type of business. 





1941 

oie 195 
Acacia Mutual .......--+eeee. 487,795 
Pe SSS ee ea O. 2,283,337 
BOGE EMED sec cccietsewesewe G. 9,311,689 
All States Life............ O; 102,300 
All States Life.......sess00% i. 733,998 
American Life .........-. Bee 6 201,494 
American Life ..........---- I. 2,549,367 
American National ......... O. 1,872,431 
American National ......... I. 6,267,177 
American United ..........-.. 1,634,573 
Atlanta Life ...... ee oO. 141,327 
Atlanta Life ..cccccsseeeees I. 2,775,614 
BETES TAL oiceca e+ 06s osereids 810,051 
Bankers Life, Ia........++++% 728,150 
Business Men’s ASSuUr........- 851,168 
Columbian Mutual ........ st 625,750 
Commonwealth Life ........ O. 2,587,677 
Commonwealth Life ........ I. 3,150,695 
Connecticut General ........ O. 273,326 
Connecticut General ..... ee 9,255 
Connecticut Mutual .......... 2,197,937 
Conservative Life ...........+-. 176,739 
Consolidated L. & Bur.......I. 4,205,777 
Continental Assur. ......-- JO, 86,884 
Continental Assur. ......... G. 6,965,500 
Cosmopolitan Life ........-- I. 10,298,139 
Credit LALO .ccescsccccccwses oO. 2,959 
CPOE BLO. 55550000 085202 iS. 375,312 
Equitable Society .......... oO. 3,160,952 
Equitable Society ..... G. 5,986,353 
Equitable of Iowa...........- 817,668 
Eureka-Maryland ..... 8,000 
Expressmen’s Mutual ........ 103,029 
Federal Life & Cas............ 19,500 
Mederal Life ..cccccsssssrrcvee 14,500 
Fidelity Mutual ........--..+. 225,006 
pen lol CRE 0a ee ‘ 298,704 
General American 9; 292,300 
General American . G. 366,091 
Great Northern .....-...++-0- 18,000 
Guarantee Mutual ote 308,077 
Guardian Life ....... 6 514,697 
Home Beneficial Life.. O. 2,167,355 
Home Beneficial Life I. 24,908,783 
Industrial L. & H.. .I. 12,642,795 
Interstate L. & A... oO. 1,206,568 
Interstate L. & A...........- I. 17,735,077 
Jefferson Standard ........-.- 2,215,912 
John Hancock Mutual.......O. 1,543,537 
John Hancock Mutual....... I. 59,421 
John Hancock Mutual.......G. 6,233,455 
Kansas City i, i ee 1,354,669 
Kentucky Home Mut........ oO. 53,000 
Kentucky Home Mut........G. 143,950 
Lafayette Life .........-.....- 268,410 
Lamar Life .....sesssseeeees .. 1,209,284 
Liberty National ........... O. 416,164 
Liberty National ..... ikusineds Lan es 
TALS & COBMRIET oocc cs ces vee oO. 4,537,714 
TAfoe & COSURITY.... 20. 2s sccvse im 19,651,273 
Lincoln National .......... O. 2,354,342 
Lincoln National ........... G. 83,639 
Massachusetts Mut. ......... 4,068,604 
Massachusetts Protective ..... 69,559 
Metropolitan Life .......... O. 11,862,810 
Metropolitan Life ......... I. 7,602,331 
Metropolitan Life .......... G. 20,239,442 
Minnesota Mut. ...........- oO. 832,527 
Minnesota Mut. ....--..2.05- G. 132,400 
BEOETIG PIBR cccveccvsssvevces 3,187,531 
Mutual Benefit .......-...s006 883,909 
Mutual Life, N. a ices Wee ooh ee 3,154,981 
National Burial ............ I. 11,042,218 
National Equity ..........-+e- 10,500 
National L.. & B....2-.22205. O. 8,359,026 
National L. & - ie a aida Spc I. 17,318,129 
WOtIDRA ts Aa. c csc ces G. 1,174,817 
National Life, TARR GR aed 138,500 
National Life, Vt......... te 385,259 
New England Mut............ 2,629,462 
NeW YOrm TAO... ocescsscesses 5,883,736 
North Carolina BMut......... oO. 123,000 
North Carolina Mut......... I. 1,907,859 
Northwestern Mut. .......... 2,907,960 
Northwestern National .....QO. 656,951 
Northwestern National ..... G. 1,808,000 
Old Republic Credit.......... 3,668,644 
POSING BEUTUB) o.c.05.0 0:6005-05.0:6% 334,650 
Pan-American Life ..:........ 258,785 
Paul Revere Life... ..ccsces 200,794 
Penn BMBtUA! ....civvcesecse .. 2,416,274 
PROORIK BOUCUB! o.0cs cctv ences 804,535 
TE Po SS ee ee eee 1,740,436 
Protective Life ..0..scc.cses O. 151,700 
Protective LATO o.ccsscccescs G. 3,816 
Provident L. & A........... O. 2,204,478 
Prowiaent is & A... .- 2205 G. 3,415,550 
PPOVIORE. BENG. 2060s oseweesice 964,044 
Prudential poaebsie ee ceieee O. 4,289,451 
co) a ae I. 1,305,516 
NEUE 5 66.0066 000-060 w 00-4 G 7,977,152 
ATES SS eee 1,443,764 
LSS Tele ae OR ie ere or 84,533 
Security Life & Trust..... 1,308,047 
Security Mut., ag aoe sea 28,349 
Shenandoah Life ........... . 2,843,618 
ee es i Ores O. 656,146 
Southeastern L. ............ G. 21,618 
Standard 1., Miss............ O. 1,090,288 
BremGerd. Ty, BlIGB... 0600066 I. 9,938,470 
URLS POT GALS. 66 scssciceicse 225,907 
SEN Se CY. ere 461,356 
State Mutual, Mass........... 2,025,674 
Bit MALE, GOAT 66.05 voc scics cs QO. 1,151,950 
OT a eee G. 3,870,654 
Bupreme Taberty .....2. 0.0. O. 179,740 
Supreme Liberty ........... I. 12,299,245 
Co rer ee are O. 3,272,490 
i Orr err Teer G. 6,125,014 
TIE SETL 6.0. 20.8.0 abs wan 1,551,518 
Union Protective Assur......I. 2,225,180 
Tnited Benent 1... <20.ccsvece 892,996 
Universal Life, Tenn........ O. 1,036,658 


1941 
Business 
Universal Life, Tenn........ I. 6,518,998 
Volunteer State L............ 2,383,749 
Washington National ...... iO; 109,940 
Washington National ...... I. 1,042,148 


Washington National G. ° 27,104 


1941 Business 
in Kentucky 


Herewith are presented the figures on 
paid business in Kentucky during 1941. 
Unless otherwise indicated the business 
shown is ordinary life. Where a com- 
pany writes both ordinary and industrial, 
the ordinary is indicated by “O” and 
the industrial by “I”: 








pO OE ETL) i em ge or $1, 045, 040 
ASCEND: TALC. 20.000: 

Alliance Life 07,80 
PU Se ee ee 267,500 
PIMBTICRT BULO. 660.6655 8 000 see I. 1,410,230 
American is @& Acci.........25 I. 3,363,683 
American i. @& Acci........2.. oO. 27000 
American National........... I. 625,871 
American National........... O. 910,000 
American United .. ... 4.4...» I. 3,474,822 
BIDCTICAT TINTS oc osc isee bo O. 1,357,840 
BS SS eerie oe i. 4,623 
PAAMIEN ED: 55:10 80.5528 8 6s a: 5:050-8 96,551 
A ae 0 987,258 
Bankers NOtional «2... .. 66085 144,154 
PORT MITO BALD os oe-s-s 02 0.0 656 00 47,116 
Business Men’s Assur.......... 740,093 
Commonwealth Life........... I. 8,265,490 
Commonwealth Life.......... oO. 43,552 
Connecticut Mutual ........... 1,523,106 
Continental ASBUP.....6.65..5<66 11,234 
RON ENED 6.10 654 59.160. 3 wine 9s se me 320,653 
(CTT TT ae ear I 635,423 
PUR: UREA osx cesses ese as O. $79,521 
Domosvie is @ Accel. .......20404 I. 1,865,390 
Domestic i; @ Acci..........: oO. 52,000 
Wauitable Of TOWa.........+0%. 370,325 
WGUITAHIO BOCICCY.. 06 viccsccuss 1,902,188 
Expressmen’s Mutual.......... 21,009 
RO MOTAN BUCO: 99:00:60 6s 8 aise ae 4,50 


Fidelity Mutual 




















Franklin Life .. 67,0 

George Washington............ »,724,814 
STORE DMOPERBEI 0.05.65 58 cw ais 24,922 
Guarantee Mutual .........sces 346,924 
CO SS aaa eee 436,813 
PROTO PIN ONS Nibv sc ov sews sae 515,881 
Jefferson Standard ............ 1,546,259 
SOMN TIBMCORE 6600 cccce reese O. 3,077,245 
SON TABNOOCK 06s. cvccescicss [ 40,859 
er Pe ele ae © | 2: a 582,961 
Kentucky Central L. & A....I. 4,437,358 
Kentucky Central L. & A....0 850,500 
Kentucky Home Mutual....... 1,167,747 
LAIDOTLY PIBTIONAL ousiscccccsevcs 64,485 
SHTO GC WEBUBIT osc ccc erecs I. 1,529,898 
TARO We MOMBMORET cocis.cc sess ce O. 1,612,908 
Dt DE, WIPBINIS 6 oie ce ewes I. 629,920 
MARS) OE WAV RINREO 6 60c 560 kein ons iO; 65,499 
TANCOIM AMCOMOS 6 cccecsescens oO 686,829 
EANCOIN TACOMES. ..65ci cs sces I 


Mammoth L. & Acci. ee 
Massachusetts Mutual Life..... 
Massachusetts Protective....... 
Metropolitan Life ......062..0: I. 
Metropolitan Tiles... .0cce 6s O. 
Midland Mutual 
Minnesota Mutual 
Missouri 
Monumental Life ; 
Monumental Life ............ oO. 
Morris Plan . 

Mutual Benefit . 
Mutual Li 


. 3,102904 





Something New 
INE BID OM INCIOSYN OD 


A Pure Protection —Ordinary or 

Whole Life policy without secondary 
banking or Cash Value features. 
Low net renewal cost. 

—_—_g 

Our limited pay policies 

the withdrawal of Cash 


Without cancelling policy 


rmit 
alues 


-OR 
Without note, interest or reducing policy 
We pay the Beneficiary 


Face of Policy +- Cash Value +- Dividends 
=e es 


Many other new features 
that appeal to thinking people 
IE EE ts 


34 YEARS 
Dependable service to policyholders. 
The sun never sets on an unpaid claim 


Commissions that will interest any 
salesman. P revious experience not essential 


Interstate Reserve 


Life Insurance Company 
TEN EAST PEARSON STREET, CHICAGO 











National Life & Acci......... 1.$6, — jon 
National fife, TOWS..65.020008 500 
National Tile. Vos 602 66.000 sis0 0-5 wet, 
New ge | DOUUUB 66-0 6.0 5:5:0:8 2,462,44 
ae ee eee 2,779,772 
Northwestern Mutual Biteu wiieree 3,701,869 
Northwestern National ........ 61,70 
OR1O DBO EN (65 60:6 66:550-4:0-%-ar0 ois 494,952 
CO U)ah oo a ri carer 219,07 
Old Republic Credit........122: 1,610,087 
PACING MIUEUA 4.0. 6:0.6:50 siss0o 6 0s 732,333 
Pan-American Life .......6s60% 89,820 
PAUL TROVOLC TiO ss 66sec vce se 150,250 
MOUSER, <5 i5co/5.: 0650) -8.0:9-655:5 0 0" 2,560,580 
PPROCRIK MUCUOE o.0.5 0:65 660d: 0 160,000 
PPROCCCEIVOS FETC 60628: <:5.6:0 69:9:5:0: 0s 5,00 
Provident fs W ACC. «6.0000 008 139,826 
Provident Mutual ............. 1,628,518 
BOP GOICIAE. ore. 5 vests eee iss 
Prudential .... 
Reliance Life : 
Shenandoan LAC ....0.00sc0088 467,509 
BOULBONBCOFM LATO 2... cess 141,885 
Standard Life, Ind............. 639,240 
State Ary TAT. 6.66.6 sess 8 accra 143,963 
PPR Bes NI 86:66 ne 8 00. 68 6 8S 133,792 
ST ees Ey eee eee 1,215,658 
SERS 2 SS 0: a a are enn 1,293,638 
CECI ES FS Neg Ce Ra ore ee eee I; 75,530 
Supreme EAVSIty ..6.6 ees ev es I. 1,240,213 
Supreme: TADSPty soks kc cscas Oo 39,615 
AUT os sa ceiee ce A056! 9906.4 00 9.0 pranks 845,638 
DMI On WCMUEAL 6566. cs oe ce wows 1,651,585 
MOICOE BONBNEG. ic cér6 6:50 060s vie oes 1,011,427 
Washington National......... I. 1,216,815 
Washington National ........ O. 366,843 
Western & Southern.......... [. 4,077,640 
Western & Southern......... O. 2,012,724 
Simon Conducts School in Ala. 
Approximately 100 attended the busi- 
ness insurance school taught in Bir- 


mingham by Leon Gilbert Simon, Equi- 
table Society, New York. The course 
was sponsored by the General Agents & 
Managers Section of the local associa- 
tion of which J. Frank Marshall is 
president and J. D. Parker is secretary. 

J. Orlando Ogle served as chairman 
of the committee in charge. 


Claris Adams, president Ohio State 
Life, will speak before the Community 
Fund in Toledo April 8. The following 
day he will discuss “Life Insurance as a 
National Asset” before the Akron Asso- 
ciation of Life Underwriters. On April 
14 he will be toastmaster at the banquet 
of the All-Ohio Safety Congress.. 


Kenneth R. Jennings, 43, district 
manager in San Diego, Cal., of Mutual 


Life, died from pneumonia ‘following a 
brief illness. Before joining Mutual 
Life, he was with Equitable Life of 
Iowa in San Diego. He was president 
of the Life Underwriters Association of 
San Diego. 


























Stripped of all non-essentials, 
this 65 year old mid-western 
life company has moulded its 
present organization and in- 
surance policies—participat- 
ing and non-participating— 
to meet current conditions. 
Agents are equipped to pre- 
sent a sure-fire program to 
prospects and enjoy for them- 
selves large renewal commis- 
sions during the early years of 
each policy. It’s “Go” for you 
in °42 with American United. 


A 
FOR VICTORY 


— Buy U.S.Government 


-7 Defense bonds and — 
stamps 
hese 


AMERICAN UNITED LIFE INS. CO. 


INDIANA 
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INDIANAPOLIS 





Plan for Big Ohio 
Meeting in Dayton 


Complete programs will be mailed late 
this week to all local association officers 
and general agents in Ohio for the an- 
nual meeting of the Ohio Association of 
Life Underwriters, May 7-9 at the Bilt- 
more Hotel, Dayton. 

“Gearing Production to a War Time 
Economy” has been selected as the 
theme of the Dayton meeting and each 
speaker’s subject will gear specifically 
into this general theme. 

President J. C. Benson, Union Cen- 
tral, Cincinnati, has requested the presi- 
dent of each local association to name an 
“On to Dayton” committee. The Cin- 
cinnati association, to cooperate fully 
with the state meeting, has cancelled its 
sales congress for this year and expect 
to take more than 100 members to Day- 
ton. 

Ernest Quigley, liaison officer of the 
National Baseball League, will be the 
banquet speaker Friday evening. He 
was for many years a National League 
umpire and subsequently supervisor of 
umpires. His subject will be “Safe or 
Out.” The banquet is expected to at- 
tract trust officers, bankers and all other 
business men in the Dayton area whose 
work naturally cordinates with that of 
the life underwriters. 

A new feature of the meeting will be 
the Quarter Million Club luncheon Sat- 
urday. Certificates will be awarded to 
all. producers in Ohio who have qualified 
under the rules of the club. This will 
be essentially a fellowship luncheon. 
Judge Harvey G. Straub of the muni- 
cipal court of Cleveland, a noted humor- 
ist. will speak. 

Peoria Hears R. & R. Editor 

The Peoria (Ill.) C.L.U. chapter held 
a special luncheon meeting at which 
Milton Elrod, Jr, R. & R., spoke on 
taxes. An open forum was conducted 
by Don Murphy, chapter president. 
C.L.U. men from Galesburg, Bloom- 
ington, Decatur, Springfield, Ottawa 
and several other cities participated. 
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Sales Ideas and Suggestions 











Pros and Cons of Worker. as 
Best Prospect Are Debated 





E. R. Seese, Metropolitan Life, and 
J. O. Todd of H. S. Vail & Sons, rep- 
resenting Northwestern Mutual, in the 
Saturday Forum of the Chicago Asso- 
ciation of Life Underwriters took op- 
posite sides of the proposition heard so 
much nowadays that the only worth- 
while prospects to be found are among 
persons employed by defense industries. 
Mr. Seese took the affirmative and Mr. 
Todd the negative. 

“The working man wants to be in- 
dependent and he doesn’t want the gov- 
ernment to do all of it,” Mr. Seese said. 
“The salary allotment franchise super- 
imposes life insurance on social secur- 
ity to accomplish decent living scales 
for survivors and also for the father if 
he survives. Above all it eliminates the 
critical years. Do more salary allot- 
ment work. Do a studious job, plot 
it and write supplementary life insur- 
ance.” 


Sounds Some Warnings 


Mr. Seese noted when he first went 
to Chicago some 18 years ago he was 
offered a general agency in Texas by a 
life insurance company with 90 percent 
first year commission and $1 per thou- 
sand bonus. “Some of that rubbish has 
got to come out of the life insurance 
business or the TNEC will be back 
into it again,” he commented. 

“Assist the companies to strengthen 
their backbones,” he urged. “Help 
them to reach high levels, with low ex- 
penses and all you can get for the cus- 
tomer. 

“You can make more money with a 
good company at 35 percent commis- 
sion than you can with a poor company 
at much higher commission rate. Don’t 
get more business if you have to reach 
for it, but improve your quality. The 
acquisition cost of life insurance will 
be much less in future than today, or 
else . . . government insurance.” 

Mr. Seese predicted industrial insur- 
ance will not be so popular in future 
as in the past. However, he said, it 
has served a grand function. In some 
institutions the cost even now is low 
compared to ordinary in some other 
fine life companies. 


Investment Function Waning 


He foresaw the life men departing 
from the bankers’ function and becom- 
ing insurance men again. He said the 
endowment and other investment forms 
will be less popular. The companies 
are not so much interested in these 
types of contracts and are starting to 
run from the field which they should 
have left long ago, according to him. 

“T venture the prediction that the 
$1,000 policy will become extinct,” Mr. 
Seese said. “I would like to see the 
thinking men of the business do a high 
class job on the small sized policies. 
Think in terms of writing $5,000, 
$10,000, etc., and leave the $1,000 and 
$2,000 for the children. 

“The great market ahead is in the 
new aristocracy of America—the tech- 
nical workers, those who are skillful 
with their hands. Seek that market. 

“The rich are not extinct yet; they 
are trying to save their souls and in- 
comes for their heirs by getting income 
tax exempt securities.” 

Mr. Seese, who is co-chairman in 
Chicago of the salary allotment defense 
bond sales, reported the plan has been 
placed in 2,800 Chicago plants, the 
pledges totaling $600,000 a day from 1,- 
400,000 persons. He estimated by the 


end of this year the total will run $1,- 
000,000 daily. 

Mr. Todd, a life and qualifying 
member of the Million Dollar Round 
Table, past chairman of the Chicago 
advisory council and speakers bureau, 
said he did not agree with Mr. Seese 
that the only worthwhile market today 
was among the workers. There are 
many problems which life insurance can 
solve in various strata of society. The 
first and primary job is that of financ- 
ing the war. No other organization is 
so well qualified to do this as life in- 
surance. New premium income must 
be secured for the companies so they 


can make increasing investments in 
government financing. Last year the 
companies, he said, invested in war 


financing a sum equivalent to about 
four times their new premium income. 
So far this year the estimate shows 
about 10 times. There is a limit, how- 
ever, for the companies cannot liqui- 
date their investments for this purpose. 
“We must get the increasing new pre- 
mium income for them,” he said. 


Needs Are Ever-present 


Wars don’t stop the need for money 
for great crises, such as births, deaths, 
old age, etc., Mr. Todd said. The peo- 
ple are using capital faster than ever 
before. Life men can capitalize on that 
fact and stabilize the people economi- 
cally by greater spread. 

“Life insurance dollars are wearing 
the uniform of Uncle Sam now,” he 
said. “Life companies take care of the 
people’s dollars, guard them and give 
them back to the people when they are 
most needed.” 

He predicted a year from today all 
life men either will be ending their best 
year or will be out of business. What 
they. do now must be important to the 
main effort or they will find themselves 
forced to do something else. “Most of 
us no longer can live with ourselves un- 
less what we do seems important to us 
in contributing to the main objective,” 
he said. “It is no longer important 
merely to write life insurance for more 
money. We may be just a trustee for 
Uncle Sam until March 15. 

“What use do you think the billions 
of the United States life insurance will 
be if we become a subservient nation?” 


Makes Important Point 


One of the most important functions 
of life insurance which applies to all 
classes of society is preservation of the 
family finances for after the victory, he 
said. “What good would it be to go 
abroad and win the war, then come back 
to a prostrate people?” 

Another problem is to siphon off 
the surplus earnings so as to prevent in- 
flation. Also vital is personal payment 
of income taxes by the life men and 
purchase of defense bonds. 

“There are many new taxpayers who 
now know what it means to pay until 
it hurts, and who must buy their estates 
in the future because they cannot accu- 
mulate them as they did in the past. 
How can a man still think he can do 
better with his money than in life in- 
surance? It is no longer possible for a 
man in a lifetime to accumulate a com- 
petence.” 

There is a great field among corpora- 
tions, where manpower is far more nec- 
essary than ever. Manpower at the top 


of business and industry is being spread 
very thin, Mr. Todd said, because not 
enough well trained men are available. 
It is vital that the corporations be kept 
in financial condition that will permit 
them to replace key men. Life insur- 
ance can serve in this function as noth- 
ing else. 
_ Then there is the matter of pensions 
for workers if they are not to be left in 
entire charge of the government or pri- 
vate business. 

Mr. Todd said a man with some cap- 
ital today rarely realizes the penalty he 
pays for having his income go through 


his hands. For the mere pleasure of 
owning investments and deriving income 
from them he may be increasing his in- 
come tax bracket and greatly reducing 
his income. Life insurance can help 
solve this problem. He pointed out it 
is possible for a man today to accumu- 
late $1,500 a year for 35 years and yet 
at his death to have only a $13,000 es- 
tate to show for his labors. Mr. Todd 
emphasized that life insurance is still 
worth its face amount. 

The series will wind up Saturday 
morning at a showing of the Borden & 
Busse movie, “Autopsy of a Lost Sale.” 





Says Financial Sacrifices 


Due to War Are Overstated 





NEW YORK-—In spite of all the 
talk there has been about increases in 
the taxes and the cost of living and the 
effect on the great middle income group 
which normally constitutes the bulk of 
life insurance prospects, there is not 
much evidence of enough sacrifices so 
far to have diminished the number of 
prospects to any great extent, E. L. 
Reiley, general agent Penn Mutual Life, 
New York City, stated at the last of 
the New York City Life Underwriters 
Association’s eight Friday forums. 
While it will no longer be so easy for 
prospects to buy insurance out of sur- 
plus incomes, they should expect to 
make sacrifices to get the insurance 
they need, Mr. Reiley said. 

The war situation merely gives the 
prospect another excuse which must be 
overcome by the agent. The prospect’s 
resistance indicates that he is not con- 
vinced that he should forego something 
else in order to pay for the extra in- 
surance. 


Should Speak Plainly 


The agent should not feel that he has 
made a mistake in his presentation just 
because the prospect is sure he cannot 
afford the additional coverage. At this 


point a little plain talk about sacrifices 
might be in order, Mr. Reiley indicated. 
The agent might appropriately ask the 
prospect what sacrifices he has made 
as a result of the war? Usually it will 
be found that the prospect has had to 
make very few sacrifices. The prospect 
must be made to realize that the need 
for life insurance is clear and the only 
question is what is to be done about it. 
If the prospect does not pay for the in- 
surance now, his family will have to 
pay for it later. Taxes and higher liv- 
ing costs may make the payment of 
premiums more difficult, but life is 
never smooth anyway. Mr. Reiley sug- 
gested saying at this point: 

“T am sure that you intend to pro- 
vide for your family when things be- 
come difficult as well as when they 
are easy and the only way that you 
can fulfill this responsibility is to take 
positive action now because they need 
it now as much as they ever will.” 

Mr. Reiley emphasized the impor- 
tance of the agent’s strength of convic- 
tion and his courage, particularly under 
today’s conditions when motivation 
must be sufficiently powerful to get 
people to buy even when they have no 
surplus income. 





Reducing Estate Transfer 
Costs Offers Opportunity 





LOS ANGELES—In developing an 
estate planning situation it is advisable 
for an agent to make his approach on 
a tax saving basis with absolute sub- 
ordination of life insurance at the start 
of negotiations, W. R. Spinney, assist- 
ant trust officer Title Insurance & 
Trust Company, Los Angeles, and 
trust officer Union Title Insurance & 
Trust Company, San Diego, advised 
before the Los Angeles C.L.U. chapter. 

“When you have ‘secured sufficient 
interest from your prospect to cause 
him to give you the necessary data 
upon which to work out an estate plan, 
you must then do a real job of plan- 
ning, forgetting for the moment all 
about life insurance and looking con- 
scientiously to every known means for 
practical avoidance of the state in- 
heritance and income taxes without re- 
gard to your own personal interest in 
the matter. Only when you have done 
this, can you arrive at a conclusion, 
justified by facts, where an irreducible 
minimum of taxes must be paid by 
some means or other. You are then in 
an impregnable position for recom- 
mending life insurance as the most 
feasible and logical situation to the 


existing problem, for not only is life 
insurance the safest, cheapest and most 
practical way for providing the funds 
necessary to meet the taxes, but in 
doing so it automatically solves the 
problem of liquidity of a vulnerable 
estate.” 

Formerly Life Man 


Mr. Spinney, who was formerly a 
life insurance man, covered the prob- 
lem of cooperation between agents and 
trust officers in a practical way, sur- 
veying the situation from both sides of 
the fence. 

As the man with the average moder- 
ate estate makes up 90 percent of an 
agent’s prospects, it is important that 
the agent gear his sales approach to the 
problems encountered by the modest 
estate. For example, only the wealthy 
are in position to use the tax avoidance 
device of making gifts, and it is ridicu- 
lously impractical to press this angle 
with the average man. For the great 
majority of prospects the greatest op- 
portunity for avoidance of estate and 
inheritance taxes is in the avoidance of 
excessive transfers of property from 
generation to generation. In _ other 
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words, if a man dies and leaves his 
property by will or by laws of succes- 
sion to his wife there are probate ex- 
penses, inheritance taxes and if the es- 
tate is large enough, estate taxes. When 
the widow dies she passes the property 
on to the children with a repetition of 
this set of expenses and taxes, and so 
on when the children die and pass the 
property to the grandchildren of the 
prospect. The average estate’s probate 
expenses often represent as great a 
problem as tax assessments and, there- 


fore, in the making of estate plans, 
probate expenses should always be 
figured. 


Estimate Probate Expenses 


The rule of thumb method for es- 
timating probate expenses is to take 
the legal probate fees and multiply 
them by two, thus including the law- 
yer’s fees along with the executor’s 
fees. By eliminating excessive transfers 
as far as possible, the irreducible tax 
minimum can be arrived at and the 
recommendations of life insurance for 
payment of these taxes becomes almost 
automatic. 

To illustrate what can be done by es- 

tate planning, Mr. Spinney told of a 
case in which a man had $103,000 in 
property and $35,000 life insurance 
making a total of $138,800. Before 
working out a plan for reducing the 
shrinkage of the estate through trans- 
fers to the widow and then to the 
daughter after her death, Mr. Spinney 
estimated that the shrinkage would 
have been $30,354 or 21 percent of the 
estate. By planning for arrangement of 
the transfer, the shrinkage was reduced 
to $7,332 or a savings of $23,022. Ex- 
cessive transfers of the estate can be 
eliminated by creation of voluntary 
trusts or of testamentary trusts and 
wills. 
»In many instances the best interests 
of the prospects can be served by 
trusteeing life insurance with power to 
the trustee to purchase assets from the 
executor to provide cash to meet de- 
mands upon the estate. 


Can Cooperate Advantageously 


Life agents and trust companies can 
cooperate advantageously in creating 
closed corporation or partnership pur- 
chase agreements. Mr. Spinney said 
that in approaching firms it is most ad- 
visable to present two ways of financ- 
ing the agreement. One is without life 
insurance and the prospects should be 
told if they prefer it that way, it is 
up to them. The second way is with 
life insurance and the agent should un- 
dertake to make the life insurance way 
so much more attractive that he will 
be requested to secure such coverage. 
If the plan is worked out with a trust 


officer, his recommendation for the pur- 
chase of life insurance puts the agent 
in a stronger position. 

The trust officer can also help the 
agent in his relationship with attorneys, 
since the latter seem to resent en- 
croachments upon their professional 
field and are loathe to take suggestions 
from salesmen no matter how good the 
suggestions may be. The trust com- 
pany, on the other hand, is in constant 
touch with the legal profession, and 
they are used to working together in 
drafting wills and probating estates. 





Eye Issue of Agent 
in Defense Job 





(CONTINUED FROM PAGE 2) 


felt it would be unwise to say anything 
officially at this time. 

Mr. Wilson said that he is fearful that 
the gains that have been made in the 
last few years in the way of eliminating 
part timers from the business may be 
lost as men leave the business and yet 
continue to write life insurance while 
engaged in well paid defense jobs. Judd 
C. Benson, Union Central Life, Cincin- 
nati, said he felt the association should 
take a stand on part time men in defense 
industry. He said that some of these 
men are able to sell more insurance on 
a part time basis than they were while 
working full time, because they have 
entree to people with whom they are 
working in defense plants. 

Frank Devitt, Capitol Life, Denver, 
said in Pueblo, Colo., he was told that 
30 full time life insurance agents are 
now working for the Colorado Fuel & 
Iron Co., but are soliciting insurance at 
night. Lester Becker, Lincoln National 
Life, St. Louis, voiced the opinion that 
the agency practices agreement would 
cover .the situation, since it would pro- 
hibit part time life insurance work in 
the larger cities although it would be 
permissible in the small towns. 

W. W. Hartshorn, Metropolitan Life, 
Hartford, pointed out that less than 
one-half of the companies are signatory 
to the agency practices agreement. Mr. 
Hartshorn felt that the national council 
should go on record in some way. 

E. T. Proctor, Northwestern Mutual, 
Nashville, stated that if any stand were 
taken, there should be a clear distinction 
between defense workers and those in 
the armed services. He said that he is 
writing business and putting it in the 
name of his men that are in the army. 

Mr. Benson suggested that a resolu- 
tion be prepared to express the idea 
that the agency practices agreement 
should be enforced and that those in 
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defense industries should not be made 
an exception in any wise. 

Holgar Johnson, president of the In- 
stitute of Life Insurance, cautioned 
that if anything along this line were 
done it be very carefully considered, 
from the standpoint of public reaction. 
There should be no opportunity for 


headline writers to make any such action. 


appear to reflect on defense workers. 

James E. Rutherford, Penn Mutual 
Life, Seattle, stated that many of the 
men in the room where the meeting was 
being held would be called for defense 
work. He said that he was very much 
opposed to adoption of a resolution and 
that every case should be considered on 
its merits. He said it must not be for- 
gotten that if one general agent cancels 
the contract of a man because he takes 
a defense job, another general agent is 
pretty sure to give that man a new 
resting place. 

Mr. Hartshorn said that in Hartford 
the problem is regarded as one for the 
managers to solve. He said that he is 
very much opposed to the appointment 
of defense workers who have not been 
in the insurance business as new agents. 

Allen Gates, Penn Mutual Life, Little 
Rock, suggested that a resolution be 
adopted which would permit exceptions 
to be made by a committee of each local 
association. 

Homer Rogers said that he feared 
that no matter what sort of a resolution 
would be adopted it would be subject to 
misinterpretation. It might be made to 
appear that the life insurance business 
was obstructing the defense effort by 
canceling contracts with men because 
they go into a defense job. W. Rankin 
Furey, Berkshire Life, Pittsburgh, also 
spoke against any such resolution and 
on motion of Mr. Rutherford the resolu- 
tion was tabled. 


A. A. Dewar and Kellogg Van Win- 
kle agencies of Equitable Society in Los 
Angeles and its administrative offices 
there have moved from the Board of 
Trade building to the Consolidated 
building. 





Two Suits Attack 


Okla. Premium Tax 


OKLAHOMA CITY—Suits attack- 
ing validity of the 1941 act to increase 
the premium tax from 2 percent to 4 
percent have been filed in both state 
and federal courts. 

Great Northern Life in a_ federal 
court suit attacked the act as in viola- 
tion of the federal constitution because 
of discrimination and in violation of the 
Oklahoma constitution in that it im- 
poses a levy for an unauthorized pur- 
pose. The company asked judgment of 
$8,198 as taxes paid under protest. 

Lincoln National Life in a district 
court suit asserted in the first phase of 
its complaint that the state has illegally 
collected the tax on 1941 premiums paid 
prior to April 25, effective date of the 
act. In the second section, the company 
asked that cash surrender values paid 
Oklahoma policyholders be admitted as 
deductions in computing the tax. Should 
the courts grant the petition, a revenue 
loss of $700,000 is in prospect. 

Some companies have naid the higher 
tax under protest and others accepted 
the increased levy. 





Financial Prevention Blackout 


At the “Financial Prevention Black- 
out” session in Newark, Beatrice Jones, 
president New York City Life Under- 
writers Association, outlined the various 
types of life insurance and needs that 
would prevent financial stress when the 
breadwinner is taken out of the family 
picture. R. B. Thompson, sales promo- 
tion manager Mutual Benefit Life, ex- 
plained in detail the programming of an 
estate using social security as a base, 
amplified by life insurance. Gilbert Ste- 


phenson, American Bankers Associa- 
tion, spoke on “Trusts Under War Con- 
ditions,” and Dr. Lillian Gilbreth, 
consulting engineer, discussed home 
making. 
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Stage a Community Pro- 
tection Builder campaign 
next month and increase 
your agency’s sales, Built 
around the patriotic ap- 
peal that while the na- 
tion’s armed forces are 
protecting the country, it 
is equally important that 
insurance men strengthen 
the financial resources of 
American homes, this 
campaign is tuned to the 
times, 


Three colorful bulletins 
(see left) and a special 
prospecting folder with 
copy suggestions are 
available for conducting a 
successful campaign. Send 
for samples, prices and 
full details today! 
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175 W. Jackson Blvd. 
Chicago, Illinois 
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on the Community Protection Builder 
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The Lincoln, Neb., Association of Life Underwriters maintains a membership roster 
on which individually framed pictures of paid members are mounted. The board 
has been on display in various store fronts and bank lobbies and eventually it will 
be placed on the wall in the chamber of commerce office. The idea has stimulated 
membership and prompt payment of dues. Left to right are: 

C. B. Dobbs, Mutual Benefit, national committeeman; John A. Witherspoon, Nash- 
ville, president National Association; H. A. Dillman, Security Mutual Life, Neb., 
publicity chairman; D. P. Riley, John Hancock, membership chairman; Roscoe 
Ward, New England Mutual, secretary-treasurer; and B. R. Gadd, Union Central, 
president. 


J. G. Parker, 
general manager 
Imperial Life of 
Canada, and V. B. 
Coffin, vice-presi- 
dent Connecticut 
Mutual Life, who 
spoke at the New 
York State Life 
Underwriters Asso- 
ciation’s man- 
agerial conference. 








President Rolland E. Irish of Union Mutual conferred with some of his eastern 
managers before the New York State Life Underwriters Association’s conference at 
Saratoga Springs got under way: front row, H. W. Davin, Rochester; Mr. Irish; J. J. 
Letts, Buffalo; M. J. Denda, New York City (Midtown); back row, H. L. Walker. 
Syracuse; F.J. Colbert, Albany; and Fred T. Jordan, home office agency, Portland, Me. 



























At New York State Life Underwriters Association’s managerial conference at 
Saratoga Springs, N. Y.: 


Top—N. M. DeNezzo, assistant superintendent of agencies Aetna Life; C. V. 
Cromwell, general agent Manhattan Life, New York City; and G. W. Capen, super- 
intendent of agencies Connecticut General Life. 


Second row: C. C. Dubuar, principal actuary; Raymond Harris, deputy super- 
intendent; and Davis L. Shultes, senior statistician, all of the New York department. 


Third row: Lester Einstein, general agent Mutual Benefit Life, New York City; 


' Edward L. Gettings, general agent Northwestern Mutual Life, Albany, and president 


of the state association; and Ralph G. Engelsman, general agent Penn Mutual Life, 
New York City, who presided at the first day’s session. 


Bottom: Four John Hancock men: Roger Palmer, supervisor of field training; 
M. E. Fitzgerald, manager at Schenectady and president of the Schenectady Life 
Underwriters Association; John Martin, manager at Albany; and Manuel Camps, Jr., 
general agent, New York City. 
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You Must Have NEW UP-TO-DATE 
Facts and Figures for 1942! 


Never before has new up-to-date information on rates, reserves, 
values, options, costs, etc., been so important to the life underwriter. 
Sweeping changes have already been announced by the Metropolitan, 
the Prudential and many other important companies. The whole 


picture of life insurance facts and figures is completely changed! 


You Must Be WELL PREPARED! 


Every underwriter has those unpredictable occasions when some 
little fact or figure, if available at the right moment, will close the sale. 
There will be many more such situations this year. Thus it is highly 
important for You to be well prepared at all times. 


Be Sure You Get The NEW “LITTLE GEM” for 1942! 








Some Important Features 


Settlement Option Incomes in detail—for 
both Current Contracts and for Old Con- 
tracts—covers back to 1910. Over 300 in- 
dexed tables. 

Cash Values, including at “retirement 
ages”—55, 60 and 65. Covers over 1000 
ordinary contracts. Also gives the In- 
comes Payable from these values. 

Special Programming Section of some 60 
pages—one-third more than any other. 
Annuities—Immediate and Retirement. 
Juvenile Insurance—Rates, Values, Payor 
Rates, etc. 

Rates of Interest Earned —also Rates 
Payable. 

“Direct-Reading” SOCIAL SECURITY 
benefits. 

Policy Provisions and “Practice” (for 
over 150 companies). 

Premium Rates at All Ages (for over 2700 
contracts). 

Disability & Double Indemnity & Term 
Rates. 

“Net Cost—Net Payment” Illustrations 
with detailed summaries. 

The details on “Special” Contracts. 
Supplemented weekly by The National 
Underwriter. 

WAR CLAUSES—special treatment, up- 
to-date at time of delivery. 

Financial and Business Reports—20 dif- 
ferent items for some 225 companies—for 
four years. 


Get the Most for Your Money 
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(It definitely gives MORE on ALL Important Subjects) 


Preparedness is most essential today, for all salesmen who hope to 
succeed. To meet the new situation caused by all these important 
changes, your most effective pocket reference book is the new. 1942 
“Little Gem”. Not only does it provide all the answers available from 
ordinary reference books, but it also contains many extra features that 
are important to you. 


For forty years the Little Gem has led the field in giving the most 
for the money. It has originated most of the more useful illustrations 
of life insurance facts and figures—such as its exclusive and very 
helpful showings of the INCOMES PAYABLE UNDER SETTLE- 
MENT OPTIONS for practically ALL CONTRACTS ISSUED 
SINCE 1910—a very large portion of all life insurance in force today. 
Furthermore, it includes some 60 extra companies, gives rates on 
over 800 contracts and values on some 350 more contracts than its 
principal competitor—and that’s approximately 50% more. And the 
Little Gem’s special programming section consists of 60 pages—much 
more than any other book provides. Even so, it costs no more. 


Take Advantage of Its EXTRA VALUES 


Order Your NEW 
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copies New 1942 “Little Gem” 
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Over 700 Pages of UP-TO-DATE Facts and 
Figures That Help Sell LARGER Policies! 


To The National Underwriter Co., Statistical Division 
420 East Fourth Street. Cincinnati 











